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is our business .. . 
and it helps to 


maintain yours! 


UALITY performance in collections is essen- 
tial to modern business methods. When you 


turn an account over to one of our Collection Service 


Division members, you can be sure that it will receive 
personal attention and firm but tactful handling. 


Start now to list all past-due accounts with your 
local CSD representative. You'll see your collection 
losses drop sharply . . . and customer relations will 
improve. Quality performance and Collectrite Service 
are one and the same! 


Collectrite Service available anywhere through 
affiliated members of our Collection Service Division 


Associatep Crepit Rureags of America 


® The National Retail Credit Association contributes this space monthly as $ L s 9 
7000 Chippewa ype my hh ~~~ Lf t. Louis 19, Mo. 


urtesy to its members of the Associated Credit Bureaus of America 





Send for 
FREE Booklet 


Today 





: 
1 


=» Layaway, 
Time Payment Accounting 
in Half the Time... 


with NO Transcription Errors 


Mon spe cu anh greater accuracy, as you know, don i usually 20 
together, That's one of the important reasons why MULTI- 
POSTER is such good news for you. 

Here's how Multi-Poster gives vou both: With Multi-Poster 
in your cashicr cages or on a counter, you write the entry or 
once —on cither your receipt or ledger form. Multi-Poster gives 
you carbons, correctly aligned, on the other form and on a 

journal tape too. You can figure for voursell 
the substantial savings in time you'll make 
when one writing takes the place of three 
ws And you can’t make transcription errors 
for there is no transcription! 

You'll speed Customer service too, and 
build good will, with Multi-Poster. Rush 
the coupon today for full information on 
this simple low-cost accounting device 

P.S. Multi-Poster uses the popular 6x8! 
ledger sheet: other sizes also. Often your 


present ledger sheet can be used 


THE FIRST NAME IN BUSINESS SYSTEMS 


MANAGEMENT CONTROLS LIBRARY, ROOM 402 
315 FOURTH AVE., NEW YORK 10, N. Y. 


Kindly send me at once my copy of Booklet LL 181. 
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Copyright 1950 by Remington Rand Ine 
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You Need This Book 


Indispensable to retailers, financial institutions, doctors, lawyers, 
and collection agencies. Saves time and worry! Just off the press. 





THE SOLDIERS’ AND SAILORS’ CIVIL RELIEF ACT 


OF 1940, AS AMENDED 





@ In addition to the entire text of the Relief Act of 1940 
as amended, supplementary material is provided to enable credit 
granters to obtain a clear understanding of the Act. This infor- 
mation is presented under the following headings: 


(1) High lights of the Relief Act: Facts of interest 
to the credit granter. 


(2) Analysis of the Relief Act: Prepared by a promi- 
nent New York attorney and written in the 
language of the layman. 


(3) Questions and Answers on the Relief Act: 
Thirty-nine problems of everyday occurrence 
answered in a way which will assist you to se- 
cure a working knowledge of the Act. Neces- 
sary forms illustrated. 


This new booklet, approved by N.R.C.A. counsel, is prac- 
tical, easy to understand, and puts the information you want 
right at your finger tips. The Relief Act will not worry you if 
you have this booklet on your desk for ready reference. 


Convenient pocket size, 544” x 7%”. Sixty-four pages of 
vital information in clear easy-to-read type. A book you cannot 
afford to be without. Get your copy now! 
below and mail with check TODAY. 


Fill out coupon 


Price to members, 75¢ (to nonmembers, $1.00) 


NATIONAL RETAIL CREDIT ASSOCIATION 


SHELL BUILDING 


ST. LOUIS, MO. 
* 


Clip and Mail This Coupon Now! 
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NATIONAL RETAIL CREDIT ASSOCIATION 
218 Shell Building, Saint Louis, Missouri 
Enclosed is check for $._.__._._.. for which please send me 


copies of The Soldiers’ and Sailors’ Civil Relief Act (1940 and 1942 
Statutes Consolidated) at 75¢ a copy postpaid (nonmembers, $1.00.) 
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DO YOU KNOW THE ANSWERS 


TO THESE QUESTIONS ? 


@ What action should a Merchant take 


to protect himself when credit is 
requested by a person classified 1A 
or 3A by his Draft Board? 


What kind of form should be used 
when there is a voluntary “give-up” 
of merchandise by a service man or 
his dependents? 


Can a service man waive the benefits 
of the Relief Act? 


When will a waiver made by a guar- 
artor be valid under the Relief Act? 


When is it possible to repossess goods 
from the dependents of a service man 
without a court order? 


Can a service man’s wife be evicted 
for nonpayment of rent? 


Why is it necessary to ascertain 
whether a person is in military service 
or not before bringing action against 
him through the courts? 


When is it necessary to file an affi- 
davit as to the military service of the 
defendant? 


Can a service man secure a stay of 
proceedings in connection with a 
judgment entered against him prior 
to his induction? 


Can a service man succeed in having 
the carrying charges reduced to 6 
per cent per annum during his mili- 
tary service in connection with an in- 
stalment contract made prior to his 
induction ? 


Does a storage company require a 
court order to enforce its lien against 
a service man’s goods? 


Is the period of military service to be 
used in computing the time within 


which a debt will be outlawed? 


What relief does the Relief Act pro- 
vide in connection with income taxes 
owing by a service man to the Gov- 
ernment? 

How long will the Soldiers’ and 
Sailors’ Civil Relief Act remain in 
force? 

These and many other questions of 
vital interest to you are answered in 
this new booklet on the Soldiers’ and 
Sailors’ Civil Relief Act 


HOW MANY DO YOU KNOW? 
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DIRECT LINE 
to HAPPIER 
Charge Customers 


This is no ordinary telephone! It is 
the telephone and sales slip perforator 
of a KELLOGG Credit Authorizing 
System—the modern credit approval 
method. By cutting fo seconds the 
time required for credit approvals on 
charge sales these systems make im 
pulse buying easier and pleasanter— 
help to increase the number and dollar 
value of your store's accounts—make 
the work of both sales force and credit 
department simpler. Above all, they 
enhance your most precious asset— 
satished customers who like the 
pleasantly efficient, error-proof serv- 
ice Kellogg Credit Authorizing Sys- 
tems make possible. Write us for the 
full story today 


Soles person dicls credit ta 
clerk ond ploces sales slip ~ 


in the KELLOGG Perforator 


Clerk consults customer's file 
ond OK's credit by pushing 
button thot eperetes Perfore 


tor 
. 
“a 
ds 


Entire tronsaction wes 
tokes just co few 

seconds — is error x 
proof * 


< 


Write Today for Free Bulletin 
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KELLOGG SWITCHBOARD AND 
SUPPLY COMPANY, Dept. 14-8 


6650 South Cicere Ave., Chicoge 38, Ill 
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Z1,400 Bricks For Sale 


LREADY FOUR THOUSAND FIVE HUNDRED BRICKS have been 
sold, about 17 per cent of our goal, and this has been done in the short 
space of a few months. Now the increasing defense program is upon us and 
is causing allocations and rationings. It will particularly affect the building 
industry. With this, of course, prices are going up, but you can still buy as 
many bricks as you want for the same price of $1.00 each. 

Our Buy a Brick Campaign is making unusual progress, and we are 
very grateful to all of you. The job will not be over, however, until we have 
reached our objective. Past experience in campaigns of this kind has always 
brought an immediate response within the first stages of the campaign, and our 
efforts are receiving this same treatment. But after this comes the belt-tighten- 
ing period and the leg work to reach the goal in a blaze of glory. 

We started from scratch. The fund has now reached over $4,500. That 
is only the first rung of the ladder toward the long climb to reach our aim. 
Those who have already given can still be of tremendous service. We need 
your help to interest others—those who have not yet purchased the bricks, 
and the time to buy them is NOW. 

This campaign is an individual contribution to a MEMORIAL to all 
credit men and women. If each one, directly or indirectly, purchases one brick 
at $1.00, we will raise the money necessary to complete our building free of 
debt. This seems to be a glorious service to perform. 

Purchases have already been made by credit managers, credit bureaus, 
local credit associations, district associations, Credit Women’s Breakfast Clubs, 
employees of credit bureaus, employees of retail establishments, non-members, 
wives of members and men in business, and businesses which have close contacts 
with credit executives. There has been a sufficient endorsement from all 
sources to make me feel very proud of what has been done but our aim has 
not yet been achieved. We know that the small contribution of $1.00, which 
is only about nine cents a month for one year, will give us this building free 
of debt. 

Yes, I am deeply grateful to all who have responded so quickly and pur- 
chased bricks. I know, too, that those who have not contributed are planning 
to do so. The time is getting short and I would like to make a personal appeal 
for those who have not purchased one or more bricks to do so now. I would 
be very happy indeed to announce at our coming Chicago Conference, on 
June 26-28, 1951, that our goal has been reached. 

Will you help me? Thank you very much. 


President 
National Retail Credit Association 
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Some Economic Forecasts for 1951 


ROBERT W. ELSASSER, Management Analyst, New Orleans, Louisiana 


HE ABUNDANCE of data and opinion al 

ready published on forecasts for 1951 leaves 
me with the task of selecting some of them, and 
suggesting possible interpretation for 
ment. My purpose is less to tell you what | 
expect will happen than to condition you to make 
management 


manage 


your own estimates. Our major 
fault in planning for the future lies in the h ibitual 
confinement of thinking to inter: al affairs. Most 
f us are like skippers who allow themselves to 


} -} 


vecome absorbed in the mechanics of operations 
below deck. We are the kind of engineers whose 
control is influenced by superficial symptoms. 


And we even try to find automatic starters and 


cut-offs that will relieve us of the burden of judg 

ment and discrimination. 

Economic data and principles alone are inadequate for 
management purposes. They must be molded by atti 
tudes and emotions of people, and therefore by politics 
if they are to serve in realistic forecasting. It follows 
then, that much of what I am about to say must be 
classified as opinion and is subject to all of the usuai 
criticism and objection for that reason For economik 
planning purposes, we are at war. The explanation that 
we are acting for the United Nations rather than for 
ourselves becomes significant only to those who are 
qualified to comprehend the concepts involved 

Whether or not this country officially declares war 
or finds itself in a position of having to accentuate for 
mally its defensive position, economic activity of 1951 
will be dominated by: 

1. The probability of Federal government expenditures 
reaching the rate of 75 billion dollars or more, and 
The high probability that substantial portions of this 
total will represent purchasing power anticipated 
through the powers of our existing financial institu 
tions, rather than purchasing power that has been 
created by past production. This is more than just 
another way of saying that the necessary rates of 
expenditure for defense purposes will have the effect 
of increasing Federal indebtedness; or that we will be 
spending in excess of probable Federal revenues to be 
realized through existing tax programs, and will have 
to resort to deficit financing. 

The significance of this statement will be better under 
stood by the use of comparisons with national income: 
Such Federal expenditures, if realized, with State and 
local expenditures will reach the total national income of 
1929, at which time Federal receipts (mostly taxes) 
amounted to about four billion dollars or less than 5 
per cent of national income. Such a rate of expenditure 
would exceed twice the national income of 1933, the 
low year of.the depression of the thirties. Such a rate 
of expenditure for the national government alone 
amounts to more than 30 per cent of our present rate 
of national income of roughly 233 billion dollars. (But 
all of these comparisons should be adjusted for changes 
in the general price level.) 
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far as ultimate economic eftect ts concerne: 
reasonable to say that about 30 cents of every doll 
it you now spend as a consumer represents the cost of 
ernment over which you have no control except 
rough the ballot Ot even greater importance so tat 


the influences on business conditions are concerned is 


tact that Government demand produces greater 


firmness of the prices of industrial 


is essential for detense purposes 
th kind of confidence 


roduces 1 UNEXPTresse 


ire that resu n sometimes uncontrolled 


In addition. the supplemer ting of existing real purchas 


ng power by the use of credit based on anti pated 


tederal rovernment income 1 the prime sympton ot 
} 


- } 
inflatior Let it be recognized that infl » may be 


regarded as an informal, nonstatutory, indiscrimin 


" , 
of taxation The burden falls entirely on owners 
1 
i 


uims that are fixed in dollar value, because price 
ncreases reduce the quantity of goods that may be pur 
hased by a fixed number of dollars At the same time 
ither debtors, besides the government, embark on de 
liberate plans to borrow as much as possible in strong 
dollars, in anticipation of profiting by liquidating in 


lebtedness through the use of weak or cheay dollars 


Rise in General Price Level 


Ihese influences have produced almost complete agree 
nent among forecasters that the general price level will 
rise throughout 1951] This is the inverse of the forecast 
that the purchasing power of the dollar will continue to 
fall. On top of this declining value of the money unit 
prices of selected strategic, or defense materials will con 
tinue to rise sharply because of the presence of public 
demand for stockpiling as well as for immediate use 
unless controls become effective in time to prevent suc h 

movement. 

Furthermore, prices of selected consumer goods and 
services particularly soft goods will continue to rise 
sharply because of the pressure of private demand, unless 
controls become effective in time to prevent it. The 
private demand will be supported by unprecedented vol 
umes of individual income, with record employment 
reac hing 638,000,000 cf. 61,000,000 as now estimated a 
it rates of pay exceeding those now prevailing and 
enhanced by the absence of an adequate supply of con 
sumer hard goods, such as automobiles, appliances, and 
new homes. 

I cannot recall when economists have been so unani- 
mous, and so positive about the year ahead. But the 
fact of unanimity, as sometimes in the past, should be 
marked as a warning. ‘The one-sidedness, and lack of 
balancing opposition opinion in a free economy is disturb- 
ing. Most of them agree that even at capacity produc- 
tion, expanded since World War II we will not be able 
Most of the 
difference of opinion centers on the rate at which civilian 


to meet both civilian and defense needs 


output will be replaced by output to meet military re 
quirements. And here, you progress slowly, because you 


strike the confusing and conflicting reports from Wash- 
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ington. Some areas in the north and east right now are time as wage and salary controls. Living 
experiencing local unemployment of major proportions, measured by consumption of necessities, 
pending contract negotiation and conversion to wat lecline by about 10°. With price cont 
production. Ll droy But in the absence of much hig 


‘I he public attitude in large eastern cities is reported ; t r\ goods, such is jewelry Tu 
be far more apprehensive than locally we suppose it recreation items, and liquors will enjoy 

to be, enjoying as we do an economy that has not yet 

changed its complexion. The federal government, then The SEC and Commerce Department rep 


will be the dominant buyer in all pertinent markets. On ierican business will continue its facilities exy 


a national plane we are getting to be too much like the record-breaking increase tor 1951] The 


small town that depends on one industry program is 21 per cent more than the $18 billion 4 


Qur economy is moving toward dependence on one for expansion in 1950, and 14 per cent more tl 

] ‘ , 

customer, the government Qur major commodity $19 billion expended for new tacilities in 1948, the 
markets for some vears have fluttered (not fluctuated previous peak. This $22 billion includes S10. bill 


Nihon 
. . ] *T } 
with the unannounced buying decisions of vovernment plus) by manufacturing concerns $3! 


ogre 11 
agencies These are not criticisms, but observations that tri ind gas utilities, and S2 billion 


are pertinent to estimates of torwarding pricing and mining companies—; cord-breaking volumes 
buying. ‘The fact that this condition may be necessitated duction in general is expected to rise by about 8 per cent 
by defense requirements does not minimize its economic Construction of homes will decline abruptly 
consequences. spring, but increases in public and industr 
High Levels of Personal Income may be high enough to overcome that 


beneficiaries will be the larger contractors 


The persistence of high levels of personal income along ' , 
Consumer credit controls will continue B it so 
with short supplies of consumer goods must produce dis 
me . . the pressure for relief by merchants who now hold 
tortions, if there are no effective controls, and if the : 
. inventories of hard goods will be abated 
defense stimulated purchasing power is not drained off . . 
duction in new supplies. Commercial credit has a 
as taxes. Formal controls over almost all prices will be > . 
been restric ted at least In token with 
promulgated but only after political pressures favoring 


nounced increase in reserve requirements 
them are strong enough to imsure consistent Companion 


with th 


further restriction will be geared to the needs war 
controls over wages and salaries. 


ore . contractors, and to the fiscal needs ot government Inter 
The bases indicated for possible rollback or adjust 


ment, namely prices of individual commodities in June rt bill ; 
2 : . 1 excess profits tax bi $s a profits control measure 
of 1950 and at December 1, 1950 may still be used ir I i - 
4 It the voting public is convinced, more than now that a 
contract negotiation for war materials, or in settlement , 


est rate advances in 1951 will be negligible in influence 


. 1 aV-as-vou-go policy is needed, the rates in this bill wil 
for conscripted output. The pattern for allocation and I — ; 
oe . . be raised along with personal and corporate income tax 
priority uses of strategic materials is emerging. Rubber “ 
: rates, to be effective before the end of 1951. 
aluminum, copper and other metal uses are now re ; 
—_— . Orher vable te ‘ncies are suyggeste without 
stricted. Plans for the rationing of essential consumer lal h probabl endencic . ae , 
"tadorati 
goods are in preparation although we are told repeatedly eseraon 
that foods for 1951 are to be in abundant supply. Ex- 1. The New Orleans hinterland is rich in extractive 
ceptions specified are meats, woolens and other selected industry income, almost all derived from war es 
textile items. sentials : 
Because political wisdom dictates it, price control over Sugar, rice, dairy and meat products, shrimp, oysters 
cost of living necessities will appear at about the same fish, cotton, lumber, oil, gas, basic chemicals 





























Text and Reference Books Published by the N.R.C.A. 


Retail Credit Fundamentals, 318 pages . $5.00 
Retail Credit Management, 477 pages 5.00 
Streamlined Letters, 464 pages .. 5.00 
Important Steps in Retail Credit Qpesetion, 16 pages 1.50 
How to Write Good Credit Letters, 128 pages . ‘ 2.25 
Tested Credit and Collection Letters, 48 pages. . 2.00 
The Blue Book of Credit Department Letters, 48 pages 1.50 
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The New Orleans distribution function produces a 
sustaining income of considerable relative significance, 
in addition to that derived from industrial output. 
The heavy demand for labor will be reflected in 
high turn-over, lower productivity, therefore, higher 
labor costs, 

The new year will witness the extensive flight of 
smart’’ money from investment in instruments of 


borrow 


fixed value. The same “smart” money will 
heavily, dominated by speculative rather than by 
investment thinking. 
With increasing intensity, investigation will try to 
discover what action is required to reduce the costs 
ot distribution \ large amount of attention is 
being concentrated on the fact that cost of manu 
facturing accounts for only a relatively small portion 
of the final cost to the consumer. 
The rationalization of industry, that is, the applica 
tion of so-called scientific methods to each industry 
as a whole, will grow. Notwithstanding anti-trust 
legislation, competition will tend to disappear with 
in an industry, allegedly because of the belief that 
cost reduction can be effected through centralized 
industry management. One day it will be evident 
that we are witnessing a turnabout for the liberals 
and the conservatives, with the conservatives calling 
for the retention and strengthening of anti-trust 
legislation 
Even after we are forced into an all-out wat 
economy, we will be confronted by inter-agency con 
flict within the government That has been our 
experience in the past and we see no reason to as 
sume that we have eliminated such weaknesses. 
Manufacturers and suppliers who undertake con- 
tracts with Government must be prepared for con 
fusion and indecision in cost determination. There 
will be the usual conflict over pro-ration of over 
head, and the acceptance of salary schedules for 
reimbursement purposes. In consequence, profits and 
excess profits will be in dispute. Services of ac 
countants, controllers, lawyers, and systems control 
and record specialists will be in great demand. 
Mass media of communication will continue to grow 
in effectiveness; but the public, unequal to the task 
of decision-making with calm objectivity, will be 
come the prey of skillful copy and continuity experts 
The interest and participation in voluntary associ 
ation will grow with the realization that the voice of 
the individual will be heard. But we will have more 
propaganda, more public relations “activities,” more 
advertising and more competition for the voter's 
attention. 
With abundant incomes, and fewer available goods 
to buy, individuals will return to the attitudes of 
independence that characterized late 1945, 1946, and 
1947. 

We will witness and suffer the symptoms of political 
sniping, squabbling and squawking until the need for 
unity is clear to our masses. When the tack-hammer 
tactics of our enemies make us exasperated or desperate, 
or when the threatening sledge-hammer blow falls, we 
will unite to produce a display of economic strength that 
will startle even ourselves. Lehatal 


Be a Good Brick, BUY A BRICK, 








TESTED CREDIT 
and COLLECTION 
LETTERS 


By WILLIAM H. BUTTERFIELD 


Author of 13 Other Outstanding 
Books on Letter Writing 


Here it is! The booklet credit execu- 
tives have been waiting for! It contains 
100 complete letter specimens that boost 
credit sales, build good will, and collect 
past-due accounts. 


This booklet consists entirely of letters, 
organized for quick, easy reference. It 
gives you a variety of effective account- 
solicitation letters ... “thank-you” letters 
for patronage and for prompt payment 

inactive-account letters that bring 
back lost patrons. . . letters inviting sug- 
gestions from customers .. . and letters 
that collect slow accounts while holding 
customer good will. 


Here is a booklet that solves many of 
your daily letter-writing problems . . 
quickly, easily, and successfully .. . by 
giving you just the right letter for credit 
promotion or collection mailing. 


Forty-three leading retail firms have 
cooperated with the author in producing 
this valuable booklet. Order your copy 


$2.00 
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Ideas That Have Paid Dividends 


(Inserting and Mailing Machine) 
WARREN TYDINGS, Divisional Receivables Manager, The Hecht Co., Washington, D. C. 


W FE PURCHASED an Inserting and Mail 
ing Machine in 1945, manufactured by 

company by the same name located in Philips 
burg, New Jersey. We purchased the machine 
prior to installing cycle billing and therefore at 
the inception of its use we were not mailing bills 
with posting media enclosed. Prior to its purchase 
and while on conventional end-of-the-month bill 
ing, we employed 35 to 40 contingents for 3 to 
5 days per month to insert bills in envelopes. In 
addition, the direct mail department had an out 
side agency pre-stuff the mailing envelope with 
advertising material. Because of the time in 
volved for hand mailing, delaying the mailing of 
a bill, we did not enclose a return envelope of any 
type. Such a procedure was not satisfactory for 
many reasons, some of which are as follows: 


a 


1. Created a peak in the receiving of cash payments 
both through the mail and at the cashier windows 
resulting in delay in posting cash to customers’ ac 
counts. The same being true for the incoming and 
outgoing correspondence offices. 

Created a like peak in mail order and phone order 
departments and since the advertising material was 
pre-stuffed we were often sold out of the item 
advertised by the time the direct mail inquiries were 
becoming effective. 

The difficulty in staffing for these peaks was the 
least of the problem. Sales were lost because of 
ineficiency not then to before avoidable. For 
season changes and items sale stimulus are not 
respectors of a “wait until the end of the month 
procedure.” 

While it is true that the use of the machine has an 
enhanced value under cycle billing, | mention these points 
as background and to show that its use is practical under 
conventional billing. It will save people as well as 
eliminate the prestufing of direct mail permitting a 
more up-to-date promotion program. It likewise affords 
a return envelope for your customers. 

The inserting machine is capable of inserting 4,500 
envelopes per hour. This consists of six pieces of media; 
the bill with sales-check enclosed, a return envelope, and 
four advertising media. The machine receives an en- 
velope from a stack, turns its flap, inserts the six items, 
seals the envelope and stacks it at the end in a hopper. 
Any one hopper can be cut off at any time. The machine 
stops and a red light comes on when it picks up two items 
instead of one. We mail approximately 140,000 bills per 
month, or 7,000 per working day. One person for three 
hours per day operates the machine and our postage meter, 
completing the entire mailing. 

The machine requires a minimum of attention to 
operate ; however, it is sensitive in nature and it jams and 
An address before the Credit Management Division, at the 


annual convention of the N.R.D.G.A., Statler Hotel, New 
York, N. Y., January 9, 1951 
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flashes a red light when any one of the media is not being 
placed into position properly. When it jams, it immed 
itely stops. Unjamming is very simple. The operator 
must be the type who is fascinated and interested in an 
intricate mechanical operation. However, the machine 
is of the nature to create this interest in everyone and it 
therefore, presents no problem 

The cost is approximately $4,800 and a newer develop 
ment offers a postage meter attachment as a part of Its 
performance. ur repair cost has been $100 for the 
five-year period of operation. You will find the com 
pany extremely cooperative in serving you through the 
beginning of your operation and helpful as well in select 
ing your operator and training him. 

There are a few items necessary to the efficient use and 
operation of the machine: 

1. An especially wide spread pocket is needed in the 

envelope 

Your bill head must be designed to permit a one 
fourth inch edge wider than the salescheck and 
other media enclosed with your bill 

Standard size and rough finish advertising media 
must be used, i.e., the machine cannot receive oblong 
pieces of media, sticky materials or highly glossed 
ones cannot be used. 

Very thick bills, usually those requiring additional 
postage must be sorted out. These throw-outs are 
few, the machine being capable of taking a reason 
ably wide variance of thickness in picking up state 
ments. 

After using for a while and as you can accomplish 
it, it will be desirable if not already done, to revise 
existing charge, credit and cash posting media to a 
standard size not requiring folding. This reduces 
the thickness of your bills and the advantage of this 
goes deeply into your entire store operations and in 
themselves represent an area for substantial saving 
in credit operation as well as in keeping up mer 
chandise adjustnient files, stock records, et 

Under cycle billing and with close coordination and 
advance planning by the direct mail department 
promotions may be quickly analyzed for results and 
either pulled out or intensified. We have had in 
stances where the results of a mailing on one cycle 
of a few thousand accounts were so prolific that we 
have advised the buyer as to expected sales from the 
balance of the promotion and he reordered accord 
ingly. Of course, such a situation can only exist 
under cycle mailing where only a percentage of 
account bills are mailed in any one day. 

In addition to inserting bills we use the machine for 
special mailing inserting; inactive account promo 
tion, active account promotion, and many other 
types of special mailing. 

In addition to the initial actual savings in payroll and 
the increased efficiency of the on-time mailing of bills, 
because you have a piece of equipment to do a job 
that otherwise is a laborious strain on your organization 
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and its supervisors, you are enabled to eftect remote 
savings on other places. 

This brings me to our experience with enclosing a 
return envelope with each bill. This return envelope is 
ina cepted service to our customers Seventy eight per 
cent of our customers use the return envelope and it has 
not cost us a penny. We are on cycle billing for both 


our deferred and shopping plate accounts at The Hecht 


Company and mail approximately 2,000,000 bills an 
nually. The return envelope for each type of account 

i different color and carries a code at the bottom left-hand 
corner which distinguishes it trom other return envelopes 
This return envelope is not postage prepaid 
Sixty-eight per cent of our payments on shopping plate 


we use. 


accounts, our 30-day type, mail their payments in. Of 
this 68 per cent 78 per cent use the envelope. The return 
envelope permits the correspondence office to sort all mail 
receipts quickly by a quick shuffle of the correspondence 
for those identified by colors and code. These are quickly 
opened with an electric letter opener and are in the hands 
of the mail receipts department by the time they report 
for work. Our savings in personnel in the correspond 
ence office is one person. We are, therefore, enabled to 
give this customer service at a small cost, the annual cost 
of the envelopes exceeding the personnel savings by only 
$400.00 \ projection of our figure of 68 per cent of 
payments being received through the mail and a 78 per 
cent usage of the return envelopes reveals that approxi 
mately 53 per cent of return envelopes mailed to cus 
tomers are used by them. A further benefit is obtained 
when a customer uses the return envelope but does not 
include the bill head, we know immediately what type of 
account is involved and, therefore, do not have a look up 
payment. 

The inserting and mailing machine has made the use of 
the return envelope possible. In addition the direct mail 
department, and we all know how spontaneous they are 
in the development of a promotion, is never held up 
because of a mailing and stuffing problem. Our capacity 
to do the mechanical end releases them from a worri 
some problem enabling that department to think crea 
tively, which is as it should be. 

One thing always leads to another. The following is 
a direct result of the use of a return envelope as per 
mitted by having an inserting and mailing machine. We 
have been able to effect a reduction in bill adjustment 
inquiries with its consequent improvement in customer 
relations by the placing of two days’ cash receipts and 
credit for merchandise returned on our monthly state 
ments in advance of the closing date of the cycle. 

We maintain a daily record of bill adjustment cus 
tomer inquiries. This report is categorized as to type of 
complaints with forty or more breakdowns. These forty 
breakdowns fall into two general categories, namely, 
bookkeeping, adjustments and informational inquiries. 
Upon analyzing the reason for information inquiries, it 
was discovered that the most frequent call received asked, 
“Would you give me the balance of my account, please?” 
After questioning ten customers as to why they called for 
this information, the greatest number said they were ask- 
ing this question in order to see if a payment recently 
mailed or a credit for merchandise recently returned had 
been placed on their account since their bill which they 
just received did not show such payment or return. 


\ turther check on our operation 
vealed a hitherto unknowr 
evele billing a great numl 

payments n 
cular 
procedure ot placir 


eon each cycle 


ISth, we place 


Lhe immediate resu is a reduc 


nquiri n the tment de 
ny | mk owing the 
proced ire 
Following tl I talked 
head and discussed the turning 


ment around of our pro 


edure there to permit the placing of two day credits on 


each cvcle in advance of the closir uv ate In order to 
iccomplish this, we decided that the sales audit depart 
ment would henceforth process return sales through audit 


hetore processing sales Lhe wccounts Trecely ibles depart 


ment » file clerks, therefore, would receive charge 
credits. This was done and while we could not accurately 
determine the number of reduced bill adjustment com 

we do know that there was a further general 
decrease in bill adjustment inquiries and bookkeeping 
adjustment complaints Further than this the merchan 
dise adjustment department experienced a luction in 
the number of complaints they received where customers 
complained that they had not received credit for mer 
chandise on their accounts 


(Turn to “Dividend Ideas,”’ page 27.) 








24% Accepted! 


as large Eastern specialty store opens 
suburban branch . . . uses Reply-O 
Letter to solicit new accounts ... nets 
24° new charge customers accepted. 


LOW PRESSURE results in 
HIGH ACTIVITY— 


ae that’s the reason so many leading 
department and specialty stores use 
Reply - O Letter for new accounts and 
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STREAMLINED 
LETTERS 


By WALDO J. MARRA 


This book discusses the subject of letter writing as one aspect of 
salesmanship, and shows how every business letter is a sales letter. It 
is practical to the extreme, covering actual letter writing problems 
that a dictator has to confront every day and shows how to handle 
them efficiently and constructively. 





Why is every business letter a sales letter? 

Do you think your letter through “before” dictating, or “after”? 
Have you a vocabulary equal to the ideas you want to express? 
How do leading retail firms handle their correspondence? 

Do you use “dollars and cents” methods of beginning a letter? 
Do you “circumnavigate” the subject of your letter? 

Do you know when “not” to stop your letters? 

Do your letters carry “eye” appeal? 

How do you say “No” graciously to a customer? 

Are your letters action-compelling ? 





I hese and a hundred other questions are answered for you in 
clear-cut, interesting manner in this new book. 
Another feature is that it can be effectively adapted as the text for an educa- 
tional course on Streamlined Letters. It is available to credit bureaus and 


credit associations at a special price in lots of 25 or more for Credit School 
purposes. Single copies are $5.00. 


A manual prepared exclusively for the instructor is also available at 
$3.00. Write the National Office for your free copy of “How to 
Organize and Conduct Credit Schools.” 





CRM MH? 


NATIONAL RETAIL CREDIT ASSOCIATION 


SHELL BUILDING ST. LOUIS 3, MO. 
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x~ * * 

Before controls, some stores were selling electrical 
appliances, clothing, radios, etc.. with no money 
down and as long as three years to pay. This is not 
sound credit granting. I do think 15 per cent down 
and 18 months on Class B is sufficient and would 
prefer this curb. Open charge accounts should also 
be controlled in such a manner as to require a full 
payment within billing period before another charge 
can be made. There is universal abuse of 30 day 
charge accounts, and on such accounts stores can 
evade curbs on installment buying. While credit 
curbs are somewhat against the principle of free 
economy we have always enjoyed, the business 
world has reached the point where there is too much 
individual debt. Very few people spend their salary 
or wages as they earn, but have it spent ahead of 
time and the least misfortune can throw their financial 
structure out of gear. Let us sell merchandise on its 
merit instead of selling terms. This is a much more 
sensible economy.—John A. Broom, Jr., Cate-Mc- 
Laurin Co., Columbia, S. C 

~*~ * * 
deterrent for 
offering to sell merchandise on no down 
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credit control whatever We regard the 
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x* * * 

Credit controls will definitely be a number one 
problem in 1951, especially if it is likely to affect the 
30-day charge accounts as it did in World War II 
with Regulation W. Credit sales promotion seems 
to be something that has grown tremendously, and it 
is well worth the effort and expense involved to help 
keep volume up which is primarily the number one 
concern of top management. Along with, and in 
connection with this item, the ever-present benefits 
derived by all from constantly promoting consumer 
credit education is most important. Collection 
policies, while they may not have to be changed, will 
most certainly require a closer and more persistent 
follow-up on past due accounts.—Mrs. Ethel F. Hig- 
gins, Credit Manager, Grant Knowles, Portland, 
Maine. 


Nacogdoches 


* 7 * 

It is that 1951 will bring many important 
problems to retail credit managers. However, most of them 
are of the usual nature, and the most significant change will be 
incidental to the application of Regulation W. Our experience 
during World War II was that Regulation W was not a prob 
lem, but a benefit To further explain, it presents another 
problem, which appears to be of prime importance, and that 
is consumer credit education 


probably true 


It has been the practice of some 
stores to offer many inducements to obtain new charge accounts 
Please 
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The immediate future calls for close supervision by 
the Credit Manager. We can expect our customers 
to move from peacetime to defense labor, from 
civilian job to army jobs. The collection man will 
have to be tactful and still diligent in maintaining 
close touch with his customers and in keeping his 
credit information up to the minute. During this 
period of economic uncertainty and of Government 
restrictions on credit buying, prospective customers 
may hesitate in making purchases. Sales promotion 
becomes important in the credit man’s work. Peo- 
ple are shifting from old jobs and moving into new 
ones. As a result, the selection and training of office 
personnel becomes of major importance. A few well- 
trained, well-paid office workers are happier and far 
more efficient than a number half trained and con- 
stantly turning over—C. T. McReynolds, General 
Credit Manager, Haverty Furniture Companies, At- 
lanta, Ga 

~*~ * * 
for 
personnel 


With the i 
going to be 


that 


creasing demand 
taced 
existed dur 


lar 
aries 


defense 


bler 
probiem 


materials, we are 


with a only 
Defense 


industries 


equaled by 
plants will 
permitted 
The re 
(Turn to “Credit Problems,”’ page 29.) 
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CHILAGU HOST CITY TO THE NATION 


CHICAGO is eager to prove itself the ideal host city 
to our 37th Annual International Consumer Credit Con 
ference at the Stevens Hotel, June 25-28, 1951 


There is something different about Chicago. Its 
friendliness rings with sincerity. The stiffness which so 
frequently mars a visit to a strange city is totally lacking. 
No matter where you hail from you will find vour own 
kind of folks. Chicago knows how and likes to enter 
tain. That is why, year after year, it is host to more 
than ten million vacationists, tourists and convention 
delegates. Chicago has become the natural all-year play 
ground of America by sheer merit and performance 
More than 135,000 first-class hotel rooms await the 
visitor. Everything and anything for the most varied 
or exacting tastes, theatres, night clubs, music, sports 
parks, beaches, recreation or cultural enjoyment, Chicago 
has them all. 


The fourth largest city of the world today, Chicago 
was an obscure Indian outpost on a more or less un 
certain frontier a mere hundred years ago. Chicago's 
recorded history really begins with the first exploration 
by Louis Joliet in 1673. Commissioned by the governor 
of New France to pioneer the upper reaches of the Mis 
sissippi, whose lower branches had been discovered by De 
Soto more than a century previous, Joliet, together with 
Father Jacques Marquette, opened a new empire that 
was to be a bone of contention between Great Britian 
and France for a hundred years to follow. How the 
name “Chicago” was chosen is not known with absolute 
certainty. Some say the word meant in the Indian 
language “strong.” Others say there was an Indian 
chief named Chikagou who lived near the lake and be 
lieve the name came from him. 

The spring of 1833 ushered in the first and greatest 
boom in Chicago's history. The Indians, after the Black 
Hawk War, agreed to move west of the Mississippi and 
danger from this source never threatened the city again 
On August 10, 1833, the little settlement with 550 resi 
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dents was incorporated as a town. Four years later there 
were over 4,000 people, and the town received a city 
charter and Chicago was on the way toward becoming a 
great metropolis. After incorporation the city grew, but 
it did not attain its real place until the coming of the 
railroads. The first line, begun in 1847, was the Galena 
and Chicago Union Railroad, ten miles in length and 
was the beginning of the great Northwestern Railway 
system. Five years later the Michigan Central and the 
Michigan Southern entered the city and communication 
with the east was established. 

While the city grew, the dispute between the North 
and South was developing which was to eventuate in the 
Civil War. In the face of this national disruption, the 
city expanded trom 109,260 in 1860, to 298,977 in 1870 
Thus we come to the Great Fire of October 9, 1871 
The loss of property was about $200,000,000; 17,000 
buildings were destroved; and 100,000 homeless people 
were aided by relief which poured in from all sides 
New buildings, better than the old, soon went up and 
one of the first large construction projects was the ex 
position building on the lake front where the Art 
Institute now stands, housing the Interstate Industrial 


Exposition. 


Important Events in Chicago 


Important events in Chicago in the Eighties and Nine 
ties were the introduction of electricity in the form of 
light and telephone service, organization of the Sanitary 
District, operation of the first cable car, Board of ‘Trade 
building completed, Hull House founded by Jane 
Addams, and the World’s Columbian Exposition 
the 400th anniversary of the discovery of America 
proached, the idea of celebrating by a great exposit 
took hold of the American people and this great event 
The site chosen 
was Jackson Park on the Lake Front There were over 


7 


27,500,000 admissions to the grounds from May to No 


took place during the summer of 1893 


vember. For a few years after the Fair, the city 





its share of the nation’s financial troubles. But presently 
the clouds lifted and the new century came in to find 
Chicago ambitious for improvement. So, Chicago has 
grown in one marvelous century from a rude, unpromis 
ing frontier settlement to a great urban center 

One thing that has made Chicago what its Convention 
Bureau proclaims the “Host City of the Nation” is its 
wealth in first-class hotel accommodations. On a popu 
lation basis no other city can offer as many representative 
hostelries with as many fine rooms for the transient as 
the Windy City. 


welcome its steady parade of guests is indicated by the 


The elasticity of Chicago’s ability to 


fact that it has 1,385 hotels, with a combined daily 
capacity for 225,000 guests What makes this more 
important is that, almost without exception, Chicago's 
hotels are so situated that the visitor is in quick touch 
with almost anything he may desire Best example of 
this is the Loop, the hustling downtown business district 
Here, within a few doors of department stores of world 
renown, are all the big railroad stations and you will 
find 17,000 first-class hotel rooms. Chicago not only is 


fortunate in having the country’s heaviest concentration 
of good hotels but it has the leading celebrities of the 
hotel world The Morrison is the tallest hotel in the 
world towering 47 stories and only two blocks from the 
busiest street intersection in the city The same applies 
Nowhere in the world 


3. 300)-room 


tor the largest hotel ever built 

will you find an_ establishment 
Stevens, occupying ilmost a square block or famous 
Michigan Boulevard With Grant Park and Lake 
Michigan in its immediate foreground it is a monument 


to Chicago's hospitality, right at the citv's front door 


Chicago, a City of Superlatives 


Chicago is a city of superlatives. Here are some ot 


the things that make it great 


Second largest city in America and tourth largest it 
the world with a population of nearly 4,000,000 

It is located at the center of the nation’s industry and 
population and within 500 miles the geographical 
center. 

The city area contains 212.8 square miles and the 
frontage on Lake Michigan, 29 miles 

The industrial output is $10 billion annually with 
10,250 industries. 

The wholesale trade amounts to $5.5 billion annualls 
by 8,025 firms. 


) 


Retail trade amounts to $2.7 billion annually through 
46,000 outlets. 

It is the birthplace of the t st steel-skeletor 
skyscraper. 

It is the originator and hub of the world’s mail-ord 


business. 


It is the world’s railroad capital with 22 trunk lines 


ind 1,500 trains daily 

It is the key point in global aviation, with 120,000 
planes arriving and departing vearly 

The port area handles more water-borne trafhe than 
the Panama Canal 

It is the world’s convention center with close to 1,000 
meetings yearly 

The leading industries are meat packing, food 
products ron d steel machinery electrical ipparatus 
petroleum ret g, paints and chemicals, printing and 


r j 
oad t 


Nullding farm equip 
toys, furniture, radio and radar 


s, plastics, and building materials 


Transportation Hub of the Continent 


Come what Chicago will alwavs remain the 
transportation hub of the continent It can thank its 


wwention and trade show 


ong he ad preeminence 
uct that it can be reached 

vy more ro t ¢ s of the United States 

ind at lower 

than any 

what form 


roads stat 


vers 

rough the thr 

nes, including heavy 
operated Dy the 

xeanic systen ind brought 


teeder lines Arriy ils in V private automobile 
public, interstate bus account for millions of 
ut-of-towners monthly t been estimated that al 


nost half of the delegates participating in the many 
onventions held in Chicago come in their own cars, and 
isually accompanied by members of their families. This 


ble number of 


ondition is well substantiated by the sizea 
foreign cars that can be seen any day in Chi gos 
many downtown parking lots 

In the Loop and Downtown Chicago you will want 
to see: State street shopping district, La Salle Street 
Michigan Avenue, “The Rialto,” City Hall, Board of 
Trade, Stock Exchange, Mercantile Exchange, Chicago 
River, Subway Federal Building, Fort 
Wacker Drive, Public Library, John Crear Library, Art 
Institute, Roosevelt College, Grant Park, Buckingham 
Fountain, Chicago Locks, and the Civic Opera 

Yes, when Chicagoans insist that all roads lead to the 
Windy City they can back it up with facts About the 


De urborn 


way vou can miss Chicago is to stay at home from 


uur annual conterence next June Local committees are 


now busy preparing tor this conference. You owe it to 


yourself and your firm to be present 
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HUGH D. LONG, Manager of Credit Sales, Cot Empire. With all the latest and modernistic equipment 
trell’s, outstanding men’s store in Denver, Colorado, in America as to offices now in operation at Cottrell’s 
has instituted a vigorous campaign of sales promotion Mr. Long has been given the green light by William I 
which has proved successful. An attractive, speciall Glass, President of the store, to stage this credit 
designed tolder (Illustration No. 1) was sent to ove motional campaign. When Cottrell’s modernistic 
5,000 professional men with a small credit application million dollar building was originally planned, the ¢ 
enclosed (Illustration No. 2). The first mail after these Department was the nucleus tor inter-ofice impr 
had been sent out brought over 300 direct returns. This ments. Installed in the new Credit Department were 
was followed by a clever Hart Schaffner & Marx Christ the National Cash Register “CREDIT OK PHONI 
mas suggestion book. which Mr. Long estimates has sped up the checking and 

Mr. Long is now working on a plan to contact the QO.K.’ing of charges by 80 per cent. ‘The customer is ur 
n most cases that the sales clerk is checking his 

Mr. Long also reports that the “CREDIT OK 


by the Lamson ‘Tube 


officers and boards of directors of every bank, both large ware | 
and small, in the Rocky Mountain Empire. Cortrell’s charge 
have 10,000 active charge accounts and Mr. Long hopes PHONE” system is augmented 
to double that number in a short time through aggressive System" in most departments 

sales promotion in his department. He closes his ledgers Mr. Long came to Cottrell’s as Manager ot Credit 
on the 25th of each month and statements are in the Sales about a year ago He has an impressive back 
mail two days later through the efficient bookkeeping ground of credit work. He attended the University ot 


system he has in operation. “I believe that the statement Colorado and started his credit work as Assistant Credit 


that reaches the home first is the bill that is paid first,”’ Manager for a large Denver department store in 1926 
Mr. Long says. From there he went to C.I.'T. as credit man and then 
Cottrell’s has just finished building a new and modern to GMAC in the same capacity 


For 16 years prior to 


\lanag the Sears 


men’s clothing and furnishings store in Denver, and it joining Cottrell’s, he was Credit 
is now the largest men's store in the Rocky Mountain Roebuck Company. 














COTTRELL'S 


001 16th Street 





a 
e OU ARE CORDIALLY INVITED 


- +» to establish a charge account 

(lf you don’t happen to have one) 
You'll find it a great convenience when 

shopping by mail or in Person at 
Cottrell’s—the Man's Store 

We'll be honored to add your name. 


as one of Colorado's leading professional 





men, to our rapidly growing list 
of charge customers. So do mail in the 
enclosed application or come i —-— 
- me ta end soy ee i enter 2 rears ot ope 
ross taremn, please bring hom te Croat Depereane 


let me give you a personal tour thru our 


new store— 





HUGH LONG 


Manager of (redits 
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Sales Promotions—Office Procedures 
Credit & Collection Problems 
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Accepting and Declining Credit Applications 


PAST ARTICLES we have traced the progress 
pplication tor credit point at which we 
the customer whether or not we are willing to 
extend the service requested. We have decided the mat 
ter and now the customer must be told of our decision 
\ hile this I re] routine to the credit manayer 
ir trom such to the customer. Of course, as some 
credit managers are tond of saving iny person can live 
without credit, and another charge account to the cus 


omer, more or less, is of little moment However, not 


only are we simply giving or withholding a service from 
the customer, but we are also sitting in judgment on a 
matter of personal pride All sorts of emotional tactors 
are involved. A refusal of credit means we deem the 
applicant untrustworthy, lacking in financial responsi 
bility, and of insufficient good character That un 
welcome news can be quite a blow, likely to arouse last 
ing animosity to the store. Many times a sense of being 
deeply hurt persists lony itter the event ind colors the 
whole attitude of the applicant tow the store 

Acceptance of the account, on the « rary, is a definite 
compliment and cannot help but make the customer feel 
proud and pleased he or she is considered worthy of trust 
Credit managers are here presented with a rare oppor 
tunity to add to that priceless commodity good will, and 
strengthen the iffection tor the store the customer has 
ilready demonstrated by the application. Sadly enough 
however, this eas ‘ is often mutted ut goes 
brief, uninspired | received by the customer with 
the indifference with which it obviously was sent 
Smaller business men should take some pains with the 
credit acceptance letter The occasion is significant and 
worth the effort. 

Letter of Credit Acceptance 

Here we show a letter of credit rcceptance that can 
he used by any type of store i letter that should 
cause the customer to want to hop with you 

Dear Mrs 

It is with genuine pleasure that we have opened a charge 
account for you, and we sincerely hope that vou will find it to 
be source of satisfaction in vour shopping at this store Yo 
have a right to expect that all of us here at (name of vour 
store) do all ur power to please vou with 


1 service 


merchandise 


will receive itemized statement every month show 
the preceding month Payment should 
x» made within 10 days to protect and enhance your splendid 
credit standing 


transactions 


If at any time, any one of u ould fall short of your 
expectations, we would consider i 1 favor of you to let us 
AnOoW 

Cordiall urs 
Manager of Credit Sales 


Be a Good Brick, BUY A BRICK, TODAY! 


wcceptance letter betore 


linatior It should be 


vood 
ad most 


i credit [ cation 1 difterent 


The best w handling um d credit 
plications ts 7 discussed a y it credit 
ot meetir ‘ col ences ndeed whenever 
managers g talking shop Because the 

is a toug " no reement how best ’ 


reached Lhere 
harmful th 


Declining an Account 


course betore ; uunt is decl d, credit man 

will explore : 1h s Per 

the customer the phone st the next 

me he or she is further 
hat about the matter sar | ally r credit 
risk will simply accept tl is form o ! ind not 
bother con ney } du Ine i DY evasion 
may not be tt of hard 
in will 

wv interpre- 

resent intorma make it possible to 


extend some, perhaps li 


It should be remembered that persor il finances take 
udden and shary chang Sometimes a person of vood 
ll be taced 1 set of severe and unantici 


money problems, and despite good intentions can 


ay i 1 time Thus a slow rating cde velops 
is a mistake to ck he door rhtly on this kind of 
istomer. While cred innot | ven today, perhaps 
ear trom now you would De vlad to uceept the account 
Frank and friendly explanation of just why the application 
innot be accepted : r with assurance of willing 
sometime in the tuture will satisfy most 

stomers, and might keep cash patronage 
However, if all else fails, and a declination letter is 
necessary, it is most important that the situation be 


handled skilfully Here is a letter declining credit that 


around the awkward situation in the easiest possible 
(Turn to “Credit Applications,” page 31.) 
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Questions 


1. What amount is delivered on the selling floor with 
out authorization ? 
2. Do you authorize up to $100.00 to be approved 


without the usual credit investigation ? 


The Replies 


Los Angeles, California—‘‘l'or many years, it has 
been our practice to permit our salespeople to hand out 
sales up to $10.00 without credit authorization. In Sep- 
tember, 1950, we installed Charga-Plates and now hand 
out purchases up to $25.00 with the Charga-Plate and 
$10.00 without. 

“I have no knowledge that any of the local stores are 
approving $100.00 without the usual credit investigation 
as a regular practice. All of us, at some time or other, 
may O.K. this amount or more, as the occasion warrants 
However, later on we do secure a report to guide us on 
future transactions.” 


* * * * * 


Kansas City, Missouri—‘A\\ charges up to $10.00 
are delivered on the floor without authorization. We 
have had this same floor limit in effect for some years 
and our losses from such authorization are so small they 
are not worth mentioning. 

“We do not know of any store which authorizes credit 
charges to be approved up to $100.00 without the usual 
credit information, merchandise to be delivered immedi 
ately to the customer. We will at times deliver a small 
purchase pending receipt of credit information, but this 
is done in rare instances and only after our interview 
leads us to believe that the application will be approved 
We believe the approval of charges up to $100.00 with- 
out the usual credit investigation is a dangerous practice 
and can lead to many complications.” 


* 7 * * * 


Boston, Massachusetts—‘“We deliver on the sell 
ing floor without office O.K. up to $25.00 if customer has 
the Charga-Plate. 

“Many customers who make application for an account 
now ask for immediate delivery of their current purchase 
(some of these are instigated by hungry salespeople) and 
the answer has to be based on the information contained 
in the application. If it appears that the new account 
will be approved, we O.K. for delivery, but in some cases 
where the credit background is weak, we hold the mer 
chandise until the account clears. We do not like to 
approve such cases if over $100.00, but have no definite 
limit. It all depends on who the customer is. It might 
be a bank president or it might be a bus driver.” 
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SOlve them 


In th 
00x ’Otory : 


of Proctico| 
e *Derience 


Houston, Texas—*'| have called five of our biggest 
stores and their experience along with ours is as follows 
All of them, with the exception of one, delivers up to and 
including $10.00 immediately or before the charge ap 
proval is secured. One of them, and it is the biggest 
store, uses a $5.00 limit, they also use the Charga-Plate 
All of the 


stores send the ticket to the credit department and they 


and they then deliver up to $25.00 with it. 


are approved, according to torm, without referring to 
the authorizing records. In our particular case, as far as 
I know, it is not known on the sales floor that the tickets 
are okeyed up to the $10.00 without checking. We do 
not always have perfect salespeople and while we expect 
some losses, | do not want to leave the gate open 

“The delivering of $100.00 as a ‘take’ without credit 
investigation is unheard of among all of us. Of course 
occasionally we have the privilege of serving a well-to-do 
person who is well known and in the higher bracket, but 
that is about the only exception. It is my understanding 
that a department store in Beaumont, Texas, follows a 
code similar to what you mentioned. I am not familiar 
with the limit, it was more or less what the customer 
requests, I think. All of his bureau inquiries are handled 
by a messenger and the next day it is returned to him 
after completing the check-up if it is necessary, and he 
only asks that he have the credit report before he mails 
the monthly statement. I have known of the plan for 
some time but have not seen the Credit Manager, so until 
I have the opportunity of discussing it with him, I cannot 
say how the plan works out.” 


. * * * . 


Dallas, Texas—‘“There has been a tendency in our 
store to increase delivery limits on ‘take’ charges. Prior 
to the formation of the Charga-Plate group, of which we 
are a member, we did not permit delivery of any amounts 
without authorization. Our salespeople inserted the 
charge ticket in the tube as they gave the merchandise to 
the wrapper, and it was possible in perhaps 98 per cent 
of these cases to have the O.K. stub returned to the 
station just as soon as the merchandise was ready for 
delivery to the customer. I am not saying that although 
we had a non-delivery rule, our salespeople did not 
deliver, for we have a high-class clientele. Many of our 
salespeople have been with us for years and they know 
pretty well the customers who are good for credit and 
assume the responsibility of delivery. 

“When we introduced Charga-Plate in 1947, we es 
tablished a $10.00 limit when a Charga-Plate was pre- 
sented. At Christmas, 1949, we increased this to $20.00 
with a Charga-Plate and $10.00 without a Charga-Plate, 
if the customer was known to the salesperson. At Christ- 
mas, 1950, we increased this to $50.00 with a Charga- 
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Plate and $20.00 without, when known to the salespe 
son. We have had only two experiences where delivery 
would not have been approved and are, perbaps, losses 
One of these was an error of the salesperson in writing 
i name unknown to us and failing to get an address on 
a $7.50 charge; the other, $6.00, was apparently a fraud 

‘I believe the policy of floor authorization depends on 
the store, the size of the store, the type of trade, and 
knowledge of the customer by the salespeople The 
authorizing department should spare nothing to give the 
best possible service, after which floor authorizations 
should be subject to experiment and changed based on 
experience. I would not recommend delivery on any 
amount to a new credit applicant on the simple basis of 
99.44 per cent of all people being honest. I had much 
rather take that gamble, backed on experience in apprais 
ing people. 

‘I turn down at least 5 per cent of our credit applicants 
T hese ire largely 


When I get that telegraphic in 


without even asking their names. 

rresponsible persons 

pression I ask the question, ‘Do you have a bank account 
9 


or own your home or other property If they do not 


1 tell them that is a requirement for credit. I have found 
that in 90 per cent of the cases, people who cannot 
manage to save a dollar do not manage to pay their debts 
satisfactorily. 

“Of course, we have a rating book in Dallas. We 
have customers who call on us with multi-notched 
Charga-Plates, we have a list of past due accounts in the 
principal stores, which covers the alphabet about three 
times in a twelve-month period, and these factors permit 
us to accommodate a large number of good people on 
their immediate purchases, without waiting tor a com 
plete credit report. In fact, during this period of high 
employment we are opening a good percentage of our 
accounts without securing a credit report at all. Just 
notify the credit bureau that an account has been opened 
so that their files may be up late as to our charge 
accounts.” 

* 


Cleveland, Ohio—‘Our floor 


small, $5.00 only. 


authorization — is 
On busy days, charges up to $10.00, 
we will authorize over our charge phone without verifi- 
cation of the account. To date our losses, with these 
restrictions, have been negligible. 

“Referring to the second paragraph, the approval of 
charges up to $100.00 without the usual credit investi 
gation, we have never gone so far as that nor entertained 
even the idea of approving such an amount before check 


ing the local credit bureau files.” 
> > * * 


San Francisco, California—‘‘|n al! of our stores 
credit managers are authorized a floor limit of $10.00 
which permits charge purchases of $10.00 or under to be 
delivered to customers without the charge first being ap 
proved by the credit office. This floor limit is to be 
raised or lowered according to experience based on de 
cisions reached by the credit manager subject to the 
approval of his store manager. On certain occasions 
this floor limit may be raised to as high as $25.00, de- 
pending on the type of merchandise involved and the 
season of the year. In other cases the floor limit authori- 


zation may be withdrawn completely, particularly in so 
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ir as certain departments are concerned. For example 
ve found that in our hosiery department it was necessary 
tor all charges to be called through to the credit office 
()therwise, we had altogether too many small fraud pur 


With thi 


uur losses due to fraud purchases or purchases made 


hases in that particular department | 


persons who dic actually have an account 

n quite 
iwccounts and iuthor 

i credit report is concerned, we have 

iberal policy. Credit managers are authorized 

encouraged to open ge accounts for high type 

bviously good risk credit applicants without obtaining 

reports at the time the original purchase is made 

erviewers must be trained to notice the appear 

¢, personality and conduct of credit applicants, as well 


Where an 


int has been employed by the same firm and /or lived 


customer reaction to the interview 


the same address for a long period oft time, chances 
report is not ordered. Often a telephone call or a 


direct to the employer will confirm employment 


responsibility sufficient to preclude the necessity for 


‘port In certain cases a telephone call or a letter 
» a bank reference may obtain information sufficient 
rh 


, , 1 
establish ve stability and financial responsibility of an 
ipplic int to a point where a credit report is not necessary 


Where a responsible 


[ well-established personal reterence 


is given, a telephone cal to that reference may 


produce all the information necessary to establish an 
account Ihe size of any purchase is always considered 

when de id ny whether or not to order a report 
“Otten an account can be opened without a_ report 
without too mu h risk if a purch ise fairly small \ 
report can always be ordered at a later date if the size 
of the customer's purchases increase substantially We 
go on the premise that approximately 90 per cent of 
credit applicants are reasonably good risks for moderate 
umounts of credit We feel that the ilert, disc erning, 
experienced credit manager can usually distinguish the 
reasonable risks from the doubtful risks without a credit 
report. 
losses come from unreasonable extensions of credit to 
} We also feel 


customers who are only reasonable risks. 
that a good collection follow-up is one of the best con 


We have found from experience that our major 


trols over credit extensions and bad debt losses. A credit 
report can always be ordered immediately when an ac- 
count becomes delinquent, if one was not ordered when 
the account was opened. We find that an up-to-date 
report at the time an account becomes delinquent is some 
times more valuable than a report obtained when the 
account was opened since it will indicate how far and 
how fast one should move in aftecting collection oft a 
delinquent account. 

We have by no means eliminated the ordering of 
credit reports since adopting this policy approximately 
seven months ago. But we have reduced our credit 
information costs very substantially and we have experi 
enced absolutely no increase, as a matter of fact we have 
had a decrease, in our bad debt losses so far. However, 
since we have fostered and encouraged the elimination of 
the purchase of credit information wherever feasible for 
less than a year, we do not feel that we have the full 
results of that policy available at this time wee 
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He 


wide RW 


page devoted to improving the mutual cooperative relationship between membe 


rs 


the Associated Credit Bureausjof Aterica 


Are You Making an Orphan of Your Credit Bureau? 


HIS title isn’t intended to make light of a serious 
subject, but have you given as much thought to your 
credit bureau as you have to the other departments of 


> 


your business? Generally speaking, the answer will be 
“No.” It is easy to think about the credit bureau as 
being an organization apart from your business. But 
actually, this isn’t true. Without the credit bureau, your 
credit authorization department would be trying to meet 
today’s demands with nineteenth-century methods ot 
granting credit. 

The credit bureau is your credit office’s investigation 
department. If it did not exist, you would either have 
to create it (which you did, originally), or you and 
every other credit granter would have to maintain sepa 
rate investigation departments. Then the whole system 
of consumer credit would bog down! 

Because I believe you realize the credit bureau's im 
portance to your firm... to your community .. . I'd 
like to tell you why your credit bureau needs your con 
tinuing support. 

Lessons From the Last War 


During the vears of World War II, credit bureaus 
incomes took a sharp nose-dive. You know what hap 
pened. Uncle Sam set your consumer credit granting 
policy. You did not have much merchandise of the type 
that is normally sold on the instalment plan. Even more 
Rosie the Riveter and Joe the Welder had 


more cash than they knew how to spend wisely. The 


important 


result was that with most stores stressing cash sales, thes 
didn’t worry about consumer credit. Ratios were con 
pletely reversed 

Now, as | pointed out before, the credit bureau is just 
one section of your credit department. When your credit 
business dropped, the demand for credit bureau reports 
fell off, too. Of course, credit bureaus were in there 
trying—bureau managers and their boards of directors 
sometimes performed miracles to keep their doors open 
but most important, as credit bureau usage dropped, the 
number of trade experiences deposited in the bureau was 
drastically reduced. You weren't opening new accounts 
vou liquidated old ones. Bureau files were starved! 

Came V-] Dav; vou needed up-to-date antecedent in 
formation and credit pay habits—and fast! Your new 
credit customers who then became so precious didn’t want 
to wait either, but a credit bureau is a two-way street 
It must have information betore it can pass such infor 
mation on to its members. 
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Department stores and petroleum companies in particu 
lar wanted to re-issue credit cards They needed the 
customers’ past credit experiences to determine whose 
cards to issue, who paid accounts promptly during war 
years, whose pay habits changed, or who squandered their 
But often—too often, in ftact—the 
credit bureau files were found to be inadequate. 


large war incomes. 


For one thing, personnel was inexperienced. Wars 
Naturally 


government must pay higher wages than business and 


must be carried on and won by people. 


industry, to attract people away from business to carry 
on wars. But the most important thing was that each 
credit bureau suffered from a lack of credit granters 
credit experiences in the bureau files. Some were actu 
ally not obtainable, as credit departments (and credit 
bureaus too) did not have enough income experienced 
help, or time to transfer and record credit experiences 
Almost too late, we learned that failure to ‘deposit’ 
credit customers’ experiences in the credit bureau during 


War years was “penny wise and pound foolish 


Continue Cooperation 


There is a profound lesson in the above situation 
The temporary inadequacy of credit bureau service spot 
lighted the necessity for continuously depositing credit 
information with the local credit bureau of your choice 
Now that the World War II adjustment period is over 
ind since we are about to enter into another war, make 
sure vour credit office is observing these cardinal con 
umer credit cooperation rules: 

1. Submit a list to vour credit bureau 
counts opened each month. 

2 Also submit a list of all past due acé each 
month 

3. Order previous residence reports fron our credit 
bureau on all newcomers who apply for credit 

4. Check all applications and marginal 


wccounts 
through the credit bureau. 

If you do this, you will get and keep the invest! 
gation department of your credit office in shape for what 
may be World War III] and its unknown 


Let's not “starve” your credit bureau this time, because 


ftermath 


when peace comes “tomorrow” you'll want it just as 
badly as you did after V-J Day. 


bility of top management credit executives and credit 


It’s the joint responsi 


bureaus, too, not to make an orphan of vour credit 
bureau. wht 
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“BUY A BRICK” 


News 


First District to Contribute 
District No. 1 is the first district to contribute to our 
Buy a Brick” campaign. With their contribution 
Alexander Harding, President, said: ““We, as members 
of the National Association, all lean heavily on our na 
tional officers and directors but we do not want anyone 


else to have a ‘lien.” Here is our check for $100.00 to 


buy 100 bricks for the ‘lien proof’ new office building 
We are buying these bricks as our stake in the future 
of our National Association that has done so much for 


so many. (Good luck and best wishes in your campaign.” 


“Buy a Brick” Comments 


It is certainly nice to know that the project of erecting a 
building of our own has been started and we are only too glad 
to enclose our check for $25.00 The idea is a splendid one and 
should meet with profound success.”—Earl H. Weber, General 
Manager, The Credit Bureau of Davton, Dayton, Ohio 


“At the suggestion of O. L. Kinzer, President, 
Merchants Association of Bakersfield, a booster 
whom you have none better, we are enclosing our 
check for $50.00 for the ‘Buy a Brick’ campaign. 
We send you our best wishes for the successful com- 
pletion of this drive to raise money for our new 
home.”—Herbert P. Sears, Secretary-Manager, Mer- 
chants Association of Bakersfield, Bakersfield, Calif. 


It is with a great deal of pleasure that we enclose our check 
for $25.00 as our contribution to your building fund, and we 
hope you will be fully successful in obtaining suthcient capital 
to carry on this worth-while project Fred L. Train, General 
Manager, Merchants Credit Association of San Diego, San 
Diego, Calif 


“Enclosed is our check for $20.00 representing our 
contribution from the San Antonio Retail Credit 
Association for 20 bricks."—Tony C. Tarin, Secre- 
tary-Treasurer, San Antonio Retail Credit Associ- 
ation, San Antonio, Texas. 


It was a real pleasure to presemt to our Board of Directors 
your letter about the ‘Buy a Brick’ campaign. We are proud to 
be a part of the National organization and we want Hunting 
ton to be represented in the building of the new headquarters 
Our secretary, J. L. Patterson, is sending a check for $56.00 
which represents $1.00 for each of the National members in 
our local association. This is a splendid project and deserving 
of all the success of which its planners dream As the New 
Year unfolds may you see in reality the fine structure of a 
new National home.”"—Gwen V. Staley, President, The Credit 
Division, Huntington Business Men’s Association, The Ander 
son-Newcomb Co., Huntington, W. Va 


“Enclosed is a check in the amount of $25.00 from 
our local Retail Credit Association. We are glad to 
have a part in your ‘Buy a Brick’ campaign.”—J 
Hexdall, Treasurer, Cedar Rapids Retail Credit As- 
sociation, Cedar Rapids, Iowa. 


The Anderson Retail Credit Association has asked me to 
send you our check for $10.00 for your new building. We be 
lieve it is a step in the direction of progress and are glad to 
have a small part in turthering the cause.”"—John W. Notting 
ham, Secretary-Treasurer, Anderson Credit Bureau, Anderson, 
Ind 

“The Credit Women's Breakfast Club of Will 

County considers it a pleasure to be able to con- 

tribute to the erection of your new building. We 
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hope we can show our appreciation for all of the 
fine assistance and the many kind ways in which you 
have helped us. Enclosed is our check for $5.00 for 
five bricks. Good luck and every success on your 
new project."—Cele Wiegmann, President, Credit 
Women’s Breakfast Club of Will County, Joliet, Ill 


On behalf of the Credit Women's iktast Club = of 
\lameda County, | enclose check for $1 yur contribution 
to purchase 10 bricks of the new headquarters of the N.R.C.A 
Each of us sincerely hopes that ever Breaktast Club in the 

yuntry contribute to this most worthy 
Ss. Hutt 
Club of Ala 


campaign Lois 
esponding Secretary, Credit Women's Breakfast 
veda County, Berkele Calit 


“We in District Six wish to participate in the ‘Buy 
a Brick’ campaign and I am happy to forward you 
our check for $100.00. The long cherished dream of 
a permanent home for the N.R.C.A. will soon be a 
reality and President Wolfinger is to be congratulated 
for sponsoring the idea that has made it possible for 
each of us in the credit fraternity to contribute to the 
building program.”—O Van Lander, Secretary- 
Treasurer, District Six, N.R.C.A.. John W. Thomas 
& Co., Minneapolis, Minn. 


The directors of the Retail Credit Association of Portland 
Oregon, feel that it is a pleasure and a privilege to be able to 
take a part in such a worth-while and enjovable event as the 
making of a permanent home for our National Association 
We enclose our check for $100.00, with which go the good 
wishes of all our members and the hope that the “Buy a Brick’ 
campaign will exceed even our highest expectations |. D 
MacEwan, Secretary-Treasurer, Retail Credit Association of 
Portland, Oregon 


“I have been in the hospital for the past two 
weeks and Roy Kuhns, our Credit Manager, advised 
me of the effort being put forth by the N.R.C.A., 
which we admire so much, to sell bricks for their 


new building. I assured Mr. Kuhns that we cer- 
tainly wanted to join in and make our contribution 
to this worthy effort and rather than wait until I 
returned to my desk, I am dictating this from my 
hospital bed because we want to do all we can to 
encourage your marvelous effort."—W. O. Swanson, 
President, Nebraska Clothing Co., Omaha, Neb 


Summary 
Up to January 25, 1951, the National Ofhce has re 


ceived 590 contributions to our “Buy a Brick” tund, as 


tollows 


Credit Bureaus 

Credit Women’s Breaktast Clubs 
Credit Associations 

Individual Members 

Past Presidents 


Districts 


It is expected that all N.R.C.A. Districts will approve 
ontributions at the torthcoming annual meetings. Lo- 
cal Associations are remitting almost daily 

The splendid cooperation of all contributors is very 
much appreciated. It is hoped that the total contri 
butions will be doubled by the close of our fiscal year 
May 31, 1951 wae 
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REDIT— 


Thomas W. Farrell 


It is with regret that we announce the sudden passing 
from a heart attack, on Thursday, January 18, of out 
Western advertising representative, Thomas W. Farrell 
Chicago, Ill. For more than forty years Mr. Farrell 
was advertising representative, in Chicago, for a number 
of national magazines and had represented ‘The Crepri 
Wor.p since 1934. He was keenly interested in his 
work and devoted more time to our publication than 
results indicated. He was a native of Green Bay, Wis 
and a personal friend of more than forty years’ standing. 
Our sympathy is extended to his brother and sister who 
survive him.—L. 8. Crowder. 


Pay Promptly Education in San Jose 
The Retail Credit Association of San Jose, San Jose 
California, has started a pay promptly advertising 


} 


cam 
paign which will be carried on throughout the entire 
year and which will consist of newspaper advertisements, 
radio spot announcements and billboard advertising 
All ads will be tied in with and feature the Blue Book 
Credit Guide which the Credit Bureau of San Jose is 
publishing for the first time this year. The initial book 
will contain one-half of the alphabet and the latter half 
will be published on July 1. Thereafter one-fourth of 
the alphabet will be revised every three months. The 
book will contain 100,000 ratings and will be in loose 
leaf form. Although credit guides are used in several 
cities, San Jose will be pioneering the idea in California 
and on the West Coast. 


Fred R. Medlen Appointed Bank Executive 

Fred R. Medlen has been elected assistant vice presi 
dent in charge of personal loans of the Corpus Christi 
Bank and Trust Company, Corpus Christi, Texas, effec 
tive January 1. He had been credit manager of Lichten 
stein’s, of that city, for many years. 


Promotion for D. H. Driver 


Dan. H. Driver, new general credit manager, Devoe 
& Reynolds Co., will retain his headquarters in Louis 
ville, Ky. Prior to his appointment, he had been ir 
charge of the Western District Credit and Accounts Re 
ceivable Office since July 1942. Mr. Driver came to 
Devoe in 1929 and has been associated with the paint 
industry for 32 years. 


——Positions Wanted—— 


Credit Manager with heavy experience in credit sales 
promotion, operating techniques and expense control 
Have handled all types of accounts. Cycle billing ex 
perience in installation and operation. Desire connection 
with progressive store, East or West. Box 2511, The 
Creprr Worvp. 

Experienced furniture and department store credit 
manager. Age 48, 25 years’ experience in Southern 
States. Excellent references. Box 2512, The Creo 


Wor tp. 


20 CREDIT WORLD 


FEBRUARY 1951 


—= FLASHES — 


Coming District Meetings 


District Three (Florida, Georgia, North Carolina 
and South Carolina) and District Four (Alabama, 
Louisiana, Mississippi and Tennessee) will hold a joint 
annual meeting in Chattanooga, Tennessee, April 8, 9 
10 and 11, 1951. 

District Five (Ohio, Michigan, Ontario, Canada 
and Kentucky) and District Thirteen (Illinois, In 
diana, and Wisconsin, except Superior) will hold a joint 
annual meeting in conjunction with the 37th Annual 
International Consumer Credit Conference of — the 
N.R.C.A. at the Stevens Hotel, Chicago, Illinois, June 
25, 26, 27 and 28, 1951. 

District Seven (Arkansas, Kansas, Missouri and 
Oklahoma) will hold its annual meeting at the Mayo 
Hotel, Tulsa, Oklahoma, March 11, 12 and 13, 1951 

District Eight (Texas) will hold its annual meeting 
in Galveston, Texas, May 20, 21 and 22, 1951. 

District Nine (Colorado, New Mexico, Utah and 
Wyoming) will hold its annual meeting at the Plains 
Hotel, Cheyenne, Wyoming, May 6, 7 and 8, 1951. 

District Ten (Alaska, Idaho, Montana, Oregon 
Washington, Alberta, British Columbia and Saskatche 
wan, Canada) will hold its annual meeting at the 
Multnomah Hotel, Portland, Oregon, May 19, 20, 21 
and 22, 1951. 

District Eleven (Arizona, California, Nevada and 
Hawaii) will hold its annual meeting in Palm oprings 
California, April 22, 23 and 24, 1951 





Credit Sales Promotion Prospects Improve 

Many credit sales managers have been wondering what 
the New Year holds in store for credit sales promotion 
activities An interesting viewpoint on this subject is 
contained in information received from William A 
Lindelow, Director, Department Store Division, A. J. 
Wood & Co., Philadelphia, Pa., national account solici 
tation agency He reports that his firm’s research 
method of account solicitation business is well ahead of 
last year and expects to double the number of solicita 
tions in 1951. He stated further that more credit sales 
managers are becoming interested in the long-range 
potential ot charge customers who preter charge rccounts 
as a convenience rather than simply as a method of de 
ferring payment. ‘The consensus appears to be that 
charge accounts tend to curb inflation rather than cause 
it, due to their budget-educating propensities 


—Help Wanted— 


If you are a woman with experience in credit manage 

‘ ; 
ment, over 30, who has secretarial training and seeking 
a position with a good starting salary and a chance for 
advancement in a California Department Store, write 
A. N. Brill, 471-24th St., San Bernardino, Calif., giving 


qualifications and experience. 
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Louis C. Wrahon 





Retail credit granters the nation over mourn the Pass 
ing, on Phanksgiving Day, 1950, of Louis 1 \IcMahon 
Lou, as he was aftectic known to his wide circle 
ot triends, was one of the known cre managers ot 

Few met 
itior 
© our profession. He 


te remembered 


grow 


Wm 


voted service. His first j | Was 
1902. The part he 1 lin the « lopment 
to one of America’s gr tore in important one 
From 1912 to 1918 i ! Manager, Gla 
ings Dry Goods Ce rovir . | ind 


Providence 


that city, was one of the < + thy 
Credit Bureau 

Returning to | s , anager in 1918 
post he held until his retirement continued to take 
in active part i ind national credit aftairs. One 
of the several 


Charga-Plate 


this customer tdent 


to his « oneering of 
r to install 
ition mediun much to do 


He was the t credit executive 


with its development 
of a large store to idopt cycle billing successtully 
solved many of the early difficultic rising out of the 
He took a 


zing the Merchants Credit Bur 


new billing procedure 
Boston, and 
His advise 


ind guidance was always eagerl) vht and greatly 


, 
maintained a lively interest in its operation 


valued 

In his own store, Lou was generous in the furthering 
of measures tor emplovee welfare On his retirement 
tribute was paid him in Filene’s store paper, THe Ecuo 
and grateful acknowledgment offered for his contribu 
When the 
Credit Managers Group of the Associated Merchandis 


ing Corporation was formed, Lou was a ch: 


tion to the growth and success of the store 


irter member 
and earnest supporter He gave generously of talents 
and ability in attending and often addressing National and 
District conterences He was a valued and influential 
member of the National Retail Credit Association, an 
Honorary Life Member and a member of the Quarter 
Century Club. 

Louis T. McMahon, an outstanding credit executive 
a loyal and devoted friend, has gone. He will be missed 
by his legion of friends. 
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Don’t Shoot the Bill Collector Thomas Y¥ 


Crowell Co New York, N. ¥ 238 pa 43.00 
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LD). K. Hatch, the 

\ man ¢ i bill collector 
1 bouncing surpri ie he spins along 

with a high sense of adventure and a keen sense of humor 
He will make vou laugh many times. but he is not be 


, ' 
vou dab an eve occasionally, too. Sharing 


sadventures ot a dyed in the-wool 
rience you will never want to for 


book highlights a few of the author's choic 


escapades he has survived during h t is a bill col 





Positi Wanted 

I Osition antea—— 
Credit Manager and Assistant Controller. Ten years 
store experience in credits, collections, and control 
) 


evcle billing in a $12 million store having 


35.000 accounts Promoted instalment business in a 
$70 million store having 55,000 accounts Thirty-four 
vears old. Married, draft deferred. Now in St. Louis 


Will relocate. Box 2513, The Creprr Worip 
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LEONARD BERRY 


ANUARY THIRTY-FIRST, IS for many stores 
J and business firms, the end of the fiscal year. It is 
a time of reckoning and appraisal, of closing the books 
and determining net profit. Merchandise managers have 
concluded their stock inventory, and taken markdowns 
on merchandise that have lingered too long in the store 
Merchandise markdowns can be considered buving 
failures, errors in judgment, and misses at the bull’s-eve 
of customer approval. Alert merchandisers give them 
careful attention, both as current threats to departmental 
net profits, and also as guides to better future merchan 
dising and buying operations. 


Credit managers have their “markdowns” too, those 
accounts they are obliged to consider bad debts. These 
can also be considered as failures and errors of judgment. 
They should be carefully studied by the credit manager 
in order to wring from the losses some benefit to future 
procedure. 

Charged-off accounts should be analyzed, and _ listed 
according to probable cause. Out of the wreckage we 
can salvage some good in possible improvement of our 
skills and methods. 
made according to these factors: 


A listing of the accounts can be 
length of time the ac- 
count has been on our books; kind of credit report ob- 
tained; how was the account secured, by solicitation or 
personal application; business or occupation; location of 
home ; reasons given by the customer for inability to pay; 
and the report of the collection people who have worked 
on the account and others. 

Such analysis should yield valuable information in 
gaining greater familiarity with the several specific fac 
tors affecting credit granting in a particular community, 
each of which has its unique features. 

Then, as a process of self-examination, credit man 
agers should study the angles thus revealed that might 
emphasize weak spots in credit analysis and procedure 
to be corrected. A few items on that check list would 
be: did we obtain a complete and thorough credit appli 
cation that should have warned us of the customer's in 
stability and unreliability; did we secure an adequate 
report from the credit bureau; was the credit limit placed 
on the account too high; were our credit terms sufficiently 
impressed on the customer; and did we do a thorough 
and complete collection job. It is from such searching 
inquiries that we attain the sure touch and accurate 
judgment that characterizes a successful credit manager 

It is good credit management to charge-off slow pay 
accounts at regular periods and according to a definite 
policy. Credit managers are sometimes reluctant to 
charge off certain accounts, feeling that collection will be 
effected if they wait long enough. This is often a mis 
take. Cluttering up accounts receivable with doubtful 
accounts adversely affects the collection percentage, and 
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also lessens the validity of the accounts receivable total 
as an asset of the firm. 

So far as the books are concerned, charge oft the doubt 
ful accounts according to your policy, but continue t 
maintain an attitude of expectation of ultimate payment. 
Do not relax your efforts just because vou have taken 
the loss. Recoveries trom bad debt accounts amount to 
considerable sums. Only when it is clear that payment 
is absolutely impossible should collection efforts cease. 

Of course, your credit bureau should have a complete 
record of all accounts transferred to profit and_ loss 
ledger. Many times collection is effected when the 
debtor finds your unpaid account blocking the way to 
credit elsewhere. Recording every “P"’ and “L” account 
is essential to efficient bureau operation, and is good for 
you too. 

Set up definite collection procedures tor “P” and “L” 
accounts. Periodically, send letters designed to awaken 
the sense of responsibility for fulfillment of obligations 
Personal finances have a way of improving, and pay 
ment sometimes becomes possible where betore it seemed 
hopeless. 

This is true, even of those accounts vou have reduced 
to judgment. It is tenacity of purpose and constant re 
minding of debtors that vields dividends in the collection 
of accounts that otherwise would be completely and for- 
ever lost. Enclose the inexpensive National booklet, 
The Good Things of Life on Credit, with such col 
lection letters; it is powerfully effective. We will be 


glad to send you a copy on request. 


This Month’s Illustrations ™> 


Illustration No. 1. G. G. Alexander, Credit Man 
ager, Linz, Dallas, Texas, in this fine collection letter 
utilizes the “turn of the vear” angle to highlight the 


importance otf early payment Used early in the vear 


it should bring good results. 
Illustration No. 2. 


by the courtesy of the Famous-Barr Company, St. Louis 


This collection letter, shown 


Missouri, uses the close of the fiscal vear as the collection 
appeal. The letter is brief and to the point as befits a 
communication to a seriously past-due account 
Illustration No. 3. Recently we received a letter 
from Mr. E. Wardle, Secretary-Treasurer, Keyes Supply 
Company, Limited, Ottawa, Canada. Enclosed was a 
collection letter used by another firm. Mr. Wardle com 
mented on the wordiness of that particular letter, and 
of credit department letters in general lo show the 
virtues of simplicity, Mr. Wardle sent a series of four 
collection notices developed and used by him. We are 
glad to show them here. These reminders are printed 


on heavy stock, 3!,” x 610”, and a different color is used 


for each. They are mailed in window envelopes. *** 
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Activities at Charlotte, North Carolina 

The new officers and directors of the Retail Credit 
Association of Charlotte, Charlotte, North Carolina 
elected at the annual meeting November 8, 1950, are 
President, H. D. Snook, Snook Brothers; First Vice 
President, Jennye Benton, Frank Woods, Inc.; Third 
Vice President, C. W. York, J. B. Ivey & Co.; Treas 
urer, D. D. Godfrey, Bank of Charlotte; and Secretary 
Lillian Callis, Aetna Loan & Finance Co. Directors: 
G. G. Duval, The Credit Bureau; B. C. Lyerly, Com 
mercial National Bank; Neil Pickard, Pritchard Paint & 
Glass Co.; Myrtle Fink, A. Z. Price Co.; Frank R. 
Freeman, Tate-Brown Co.; Billie Ault, Brown's Inc. ; 
and Charles C. Dudley, The Credit Bureau. 

The speaker of the evening was Clarence E. Wolfinger, 
President, N.R.C.A., who spoke on “Credit Extension 
Under Regulation W.” Over 250 members and guests 
were in attendance. The Association sponsored the 
second annual Carolinas Consumer Credit Clinic held 
last September with 226 in attendance from 40 towns and 
five states. Another Clinic is planned for the near future 


San Diego, California 

The newly elected officers of the San Diego Chapter, 
National Retail Credit Association, San Diego, Calif., 
for the ensuing year, are: President, Edward P. Scott, 
City Chevrolet Co.; Vice President, F. R. Boone, J. 
Jessop & Sons; Treasurer, Mark N. Baldwin, Sullivan 
Hardwood Lumber Co.; and Secretary, F. L. 
Merchants Credit Association. Directors: William H. 
Clary, Whiting-Mead Co.; Max C. Curtis, W. P. 
Fuller & Co.; Charles Davies, San Diego Gas & Electric 
Co.; Leonard B. Fellows, Bunnell Photo Shop; James 
D. Forward, Jr., Union Title & Trust Co.; Joseph 
Franken, Montgomery Ward & Co.; William H. 
Fraser, W. H. Fraser Mortgage Co.; Harold T. Karns, 
Frye & Smith; Dr. Roy French Kidd; Lawrence A. 
Manly, Qualitee Dairy Products Co.; Richard A. Nel 
son, Nelson-Thomas Co.; John R. Prentice, Star & Cres- 
cent Oil Co.; Joseph J. Ryan, Walker's Department 
Store; Thomas W. Sefton, San Diego Trust & Savings 
Bank; Elmer F. Small, H. L. Benbough Co.; J. Curtis 
Sorrell, Universal C.1.T. Corp.;*Calvin J. Veith, 
Southern California Music Co.; Harry M. Walker, 
Standard Oil Co.; and Lester J. Wilson, Whitney's. 


Kitchener, Ontario, Canada 

The Credit Granter’s Association, Kitchener, Ontario, 
has elected the following officers for 1951: President, 
Douglas A. Humphries, B. F. Goodrich Rubber Com 
pany of Canada Ltd.; First Vice President, Edward F. 
Hildebrand, Hall Automobiles Ltd.; Second Vice Presi 
dent, Jack Morgan, Proudfoot Motors Ltd.; Secretary, 
Ivan Bowman, Credit Bureau of Waterloo County; and 
Treasurer, Milton R. Good, H. Boehmer & Company Ltd. 
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Train, 


Greenville, South Carolina 
Managers Asso 


ciation of Greenville, Greenville, S. C., are 


The new officers of the Retail Credit 
President, 
Mrs. Florence Austin, J. B. White Co.; Vice President 
W. B. Coxe, Coxe Studios Treasurer, Mrs. Ruby 
MecAbee, Bruce & Doster Drug Co.; and Secretary, T. 
\. Baugh, Jr., Credit Bureau of Greenville 


Dallas, Texas 

At the annual meeting of the Dallas Retail Credit 
Manager's Association, Dallas, Texas, the following 
officers and directors were elected: President, C. J 
Hosmer, Fishburn Cleaners; First Vice President, F. M. 
Boyd, Anderson Furniture Co.; Second Vice President, 
E. B. Massengill, Lone Star Gas Co.; Secretary, J. E. R. 
Chilton, Jr., Merchants Retail Credit Association; As 
sistant Secretary, Chellie Sue Bragg, Merchants Retail 
Credit Association; and Treasurer, Jack N. Fanning, 
Texas Bank & Trust Co. Directors: G. G. Alexander, 
Linz Brothers; Steve Barrett, Magnolia Petroleum Co.; 
Allen Barker, Manor Baking Co.; Viola Spence, Dr. W. 
C. McCaskill; M. J. Reilly, Times Herald; Jack Orr, 
Jr., American Transfer & Storage Co.; Maurine Harris, 
Doc Jackson’s Garage; Roy Underwood, Methodist 
Hospital; Dee Jestis, Mister Buster's; LeTrude MelIn- 
tyre, Texas & Pacific Railway; W. O. Frosch, Oak Cliff 
Bank & Trust Co.; and R. A. Jackson, Volk Bros. Co. 

San Francisco, California 

The 1951 officers and directors of the Associated Retail 
Credit Men of San Francisco, are: President, David K. 
Blair, H. Liebes Co.; Albert J. Clark, The Emporium; 
and Treasurer, Charles J. Benson, Retail Credit Associ 
ation. The new directors for the two-year term are: 
Thomas M. Topp, Hale Bros.; E. R. Tretheway, Earl 
C. Anthony, Inc.; John F. Klein, Anglo California 


Bank; and W. J. Thompson, Sherman and Clay. 
Tulsa, Oklahoma 


At the annual installation dinner of the Associated Re- 
tail Credit Men of Tulsa, Tulsa, Oklahoma, the follow 
ing officers were elected: President, J. E. Siemens, 
Froug’s Department Store; and Secretary, Bill Rayson, 
Retail Merchants Association. Advisory board: Bill 
Beard, First National Bank; Emmaworth Burros, Mayo 
Furniture Co.; W. K. Carr, Mason Electric Co.; H. O. 
Dark, Jenkins Music Co.; Don Dowell, Shannon Furni- 
ture Co.; C. H. Froehle, First Bancredit Corp.; Julian 
Harris, Street’s; Thelma Heim Catherine 
Jahns, Lauhon Hardware Co.; Carl A. Johnson, Sears, 
Roebuck Co.; Marion A. Leleu, Brown-Dunkin Co.; J. 
R. McKee, Palace Clothing Co.; Lucile McKinnell, 
Clarke’s; Margaret Mayo, Woolf's; Ruth Proctor, 
Clark-Darland; J. J. Rhodes, Vandever’s; Mark Tower, 
National Bank of Tulsa; and Geneva VanOrden, 
Harrington's. 


Sloan's; 
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Current Business Conditions standing instalment credit usually expands seasonally in No- 

vember Most of the decline this year was attributable to a 

SINESS ACTIVITY at the start drop in automobile sale credit However, instalment sale 

d peak, and the rate is still risiz credit for the purchase of other durable consumer goods and 

instalment loans also contracted slightly An 85 milhon dollar 

financial increase in noninstalment consumer credit offset the decline 

ago and in instalment credit, and total outstanding consumer credit 

average at the end of November was estimated at 19,412 million dollars, 

iniiorm among approximately the same as a month ecarlier. Charge account 

de, although the balances outstanding increased only 36 million dollars in 

oods industries November compared with an average rise of more than 200 

es are expected million dollars during this month in preceding postwar years. 
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‘natant Gee Wleuntete ateten dk a= tie Seneniee Sm estimated at 4,486 million dollars, 19 million less than a month 
mining activity h mcrense is based wpen on cxpension earlier. This decrease was the first since early 1949, and 
which took place several months ago in the butput of minerals Feflected declines for each type of lender except small loan 
ind appears likely to con for son companies. Compared with November, 1949, however, total 
balances showed a gain of 24 per cent. Loan volume fell off 
n the northern part and also in the extreme southern regio 6 per cent from October to November, and showed a 2 per 
In most places, however, business conditions have improved as cent drop from the preceding year. Only small loan com- 
much as the national average, and indications point to still panies experienced an upturn in business during the month. 
further rises during the next few months Federal Reserve Board. 


compared with four and one-half 
rlier nd ke than ir months 


ances have not vet been re 


part of the country Conditions have improved somewhat 
Along the Pacific Coast activi n a better showing 


Business in Canada continucs to show improvement but ; 
a somewhat less vigorous rate than in the United States Retail Instalment Credit at Furniture and 
of this apparent slowness is due to the fact that Canadiz Household Appliance Stores 
business activity was at a very hich level a vear ago, and that 
it has remained relatively stable throughout the entire year INSTALMENT ACCOUNTS outstanding irniture and 
Agricultural conditions have become more favorable, and ir iscehold pliance stores showed little change during Novem 
provements have taken place in foreign trade Indications are 


" month were only fractionally below 
that these constructive trends will continue throughout at om - . 1 Enstalment accounts receivable 
least the first part of the year and probably longer Busine 
Bulletin, La Salle Extension University, Chicago, Ill 


establishment continued substantially 
arlier Instalment accounts were col 
lected at a somewh slower rate in November than in October 


Consumer Credit At both furniture and household appliance stores collections 


CONSUMER INSTALMENT credit outstanding declined during November amounted to 10 per cent of first-of-month 
an estimated 74 million dollars in November to a total of counts receivable as cou pared with an October ratio of 11 
13.319 million at the month end. The November decrease per cent The November, 1949 collection ratio was 11 per 
compared with increases of over 300 million dollars in each cent for furniture stores and 12 per cent for household appli- 
month of the period May through September of 1950. Out- ance stores.—Federal Reserve Board 
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The N.S.F. Cheque Problem 


C. D. VALPY, Assistant Manager, Bank of Toronto, Vancouver, B. C., Canada 


AN A CHEQUE be taken at face value? This is 

a question a great many businessmen are asking 
themselves today and from my experience a difficult one 
First, what 
exactly is a cheque? The Bills of Exchange Act of 
Canada sets out its legal definition as follows: “A 
cheque is a Bill of Exchange drawn on a Bank and pay 
able on demand.” 


to answer. Let us examine a few facts. 


In broader language, a cheque represents an order in 
writing addressed to your bank instructing it to pay a 
sum of money to the person or persons designated by 
you, the maker, and charge the amount to your account 
Your bank in turn is obliged to honor your cheque upon 
presentation providing the funds are available for the 
purpose and no instructions to countermand payment 
have been received. The Act is quite clear on this point. 


Three Types of Bad Cheque Passers 
Makers of cheques for which there are no funds fall 
into three main groups, the general pattern of which is 
as follows: 
(1) The person who, although acting in good faith, 
N.S.F. cheque 
through not checking on his bank balance. 


has inadvertently issued an 


The maker who endeavors to bridge the gap be 
tween income or salary periods by issuing a 
cheque in the hope it will not be presented before 
the pay period. This practice is commonly re 
ferred to as “kiting.” 

(3) The person who deliberately issues a “bad” 

cheque with fraudulent intent. 

The first group, of course, constitutes no problem and 
the second is in the minority but those in the third are 
a menace to society and their actions have done much to 
disrupt the harmonious business relationship and good 
faith between all classes of people and what otherwise 
would be a normal and convenient form of settling debts. 
Heavy losses in both money and merchandise have been 
suffered through the depredations of these fraudulent 
operators. Such losses drive home the simple fact that 
a cheque, after all, is only a piece of paper until the 
maker's responsibility is determined. Is it any wonder 
then that signs are posted prominently in hotels and 
other public gathering places to the effect that cheques 
will not be cashed? Or that it is difficult to get a cheque 
cashed in a bank where you are not known? 

People frequently ask if it is a criminal offense to issue 
an N.S.F. cheque in Canada. The answer is Yes! if 
there is intent to defraud. It is held that the giving of 
such a cheque in exchange for money or goods is a crimi 
nal offence and would carry with it the related penalty. 
On the other hand it has also been held that it is not 
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a criminal offence to issue such 


cheque as payment of 
a debt already incurred, as the settlement of an account 
for example. 

In 1932, the Parliament of Canada amended Section 
405 of the Criminal Code (relating to False Pretences 
by adding the following: 

(1) In any prosecution under this Section, if it be 
shown that anything capable of being stolen was obtained 
by the accused by means of a cheque which, when pre 
sented for payment within a reasonable time, was dis 
honoured on the ground that there were no funds or not 
sufficient funds on deposit in the Bank to the credit of 
the accused, it shall be presumed that such a thing was 
obtained with fraudulent intent by a false pretence, un 
less it be established to the satisfaction of the Court that 
when the accused issued such cheque he had reasonable 
grounds for believing that it would be honoured if pre 
sented for payment within a reasonable time after it was 
issued, 

It is sometimes a difficult matter to upset a claim of 
innocence under “reasonable grounds” for believing a 
cheque would be honoured and many victims of bad 
cheques feel that legal costs and the inconvenience of 
appearing in Court in endeavoring to bring the guilty 
parties to justice are not worth the effort and expense 
with the result that many petty crooks get off easil 
through lack of evidence or are never brought before 
the Courts at all. A firmer attitude in this respect 
would do much towards combating the evil 


Practical Aspects of Cheque Transactions 


Having dwelt at some length on the legal angles in 
volved we would like to turn now to some of the practi 
cal aspects of cheque transactions. Suppose we com 
mence with a few observations from the banking point 
of view. Banks frequently come under fire for adopting 
what some people believe is a harsh attitude towards the 
cashing of cheques in general. We refer particularly to 
“over the counter” transactions. This criticism fre 
quently stems from real or fancied wrongs or through 
lack of knowledge of the facts. 

Speaking from experience, I can truthfully say that 
no one feels more keenly about the subject than the bank 
officer, especially those whose duty it is to meet the 
travelling public. Bank officers should not be expected 
to cash cheques for strangers unless positive identification 
and the responsibility of the maker can be established. 
It is true that the innocent suffer with the guilty to some 
extent when cheques presented for encashment are re 
fused. The old rule of “once bitten, twice shy’ does 
apply to the banks who have suffered many unpleasant 
experiences through the vears and have brought rules 
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irresponsible 
*** 


which has served its purpose well, by the 


ctions of a tew 
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“Dividend Ideas” 


We 


the number of 


( Beginning on page 8.) 


also have been keeping a record for some time ot 


dun notices inserted with our bills each 


month by each cycle. The collection department figures 


showed that these notices were substantially reduced par 
I i that th t bstant r 


ticularly as to our “first notice” which is sent on accounts 


only 30 days without a payment. This was a gratifying 


development as the actual reduction was between five 


and seven per cent. 
The 


duced customer 


thought can also be projected that because of re 


inquiries of a complaint nature and re 


duced balances on the customers account (a reduction 


by the amount equal to the amount of cash or credit 


have 
We 


credit purchaser is the 


upplied in excess of that which otherwise would 
been) that there is a certain sales stimulus acquired 


likely 


liquid condition and, therefore 


ill agree that vour most 


one whose account is 
measured that 


The 


receiva 


feel that even though the result cannot be 


this idea is a good one if only for this 


reason 
mechanics of the procedure is simple within the 


bles department and the sales audit departments’ 


ill by the 


routine 


s not disturbed at 1uditing and processing of 


vudit of sales ree 
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INSTALMENT ACCOUNTS receivable at department 
stores showed little change in November and at the end of 
the month were 37 per cent larger than on the correspond 
ing date of the preceding year. Collections on instalment 
accounts declined 2 per cent in November and amounted to 
17 per cent of the accounts outstanding on the first of the 
month. The November ratio was somewhat below that of 
the preceding month and significantly lower than in No 
vember 1949. At this rate of repayment instalment ac 
counts would be liquidated in approximately 10 months. 
Charge-accounts outstanding increased at an accelerated 
rate in November and at the end of the month were 10 per 
cent above those of a year earlier. Collections on these 


28 CREDIT WORLD 


FEBRUARY 1951 


DEPARTMENT STORES 


Installment Accounts 


HI 


December, 1949 


MEN'S CLOTHING 
STORES 


WOMEN'S SPECIALTY 
STORES 


949 950 1949 1950 














accounts increased for the third consecutive month, and 
were 9 per cent greater than in November 1949. The ratio 
of charge-account collections during the month to accounts 
receivable on the first of the month was 51 per cent, about 
the same as in the two preceding months. Sales at depart 
ment stores showed a s€asonal expansion during November 
after having experienced a slight decline in the previous 
month. Cash and charge-account sales rose 15 per cent and 
14 per cent respectively in November while instalment sales 
showed a contraseasonal decline of 8 per cent. Instalment 
sales fell below the November 1949 volume while cash and 
charge-account business continued above that of a year 
earlier.—Federal Reserve Board 
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9 “Credit Problems” 


(Beginning on Page 11.) 





sult will be that many of your valued employees will be at 
tracted by the higher pay offered by the firms having defense 
contracts Securing properly traiming and supervising new 
othce employees will present a grave problem for the coming 
year —E. G. Nordstrom, Credit Manager, Petersen-Harned 
Von Maur, Davenport, lowa 

~ * * 

While this area so far has not felt any particular 
impact from war industry, we believe that one of our 
most serious problems is going to be the training 
and turnover in personnel. We have a large govern- 
ment installation coming to Denver which will re- 
quire a great deal of clerical help at wages that we 
cannot possibly meet. Eventually, we will have to 
compete with production line wages and it is im- 
possible to do that in the clerical line except with 
key people. In this matter, I do think it is extremely 
important that we give consideration to the simplifi- 
cation of our systems. If we are going to have a 
training problem, we might as well face it and sim- 
plify our systems so that we can give our members 
and our customers the best service possible with in- 


We have no installment acc 
gular 30-day charge 
ch were imposed beto 
1.€ freeve the accou 
nth following | 
purchases exempt 
past-due acco s hic is a good thing 
wt Hunsicker, Phila 


l reasurer 


* * * 


In view of the present Korean situation, I am 
forcibly reminded of the predicament so many credit 
bureaus found themselves in during World War II 
with respect to their ability to retain personnel in 
sufficient force to man the bureaus properly. They 
are, no doubt, as keenly aware of the possibility of 
that problem arising again, should we be involved 
in a full scale war economy and it seems reasonable 
to believe that they are planning for such an eventu- 
ality—R. T. Wright, Seattle First National Bank, 
Seattle, Wash 


experienced help—Donald H. Puffer, Secretary- ze 
Manager, The Retail Credit Men’s Association, Den- In addition to credit controls, credit departments and credit 
ver, Colo. nanagers during 1951 will be faced with the problem of secut 


* . 7 ing and tr 


ining suitable othce personne l elieve that a 
| believe the most important credit problem in 1951 is the st d credit pol must be maintained, and a persistent collec 
unintentionally What may t ow up of slow accounts be systematically executed in 
have been an easy amount for certain customers to liqu date in As for credit con 
© severe tor the 
of living advancing and all the demands being made upon the good of both the retailer and the consumer, and will not, to 
pocketbook, not the least of which will be added taxes. Many iny appreciable degree, halt the sweeping tide of inflatior 
customers now, I fear, are still buving and charging ai the Why the contemplation of again bringing charge accounts under 
same rate as they have been used to but when it comes time the regulation?’ 


overloading by our customers 
» prevent excessive bad debt losses 

' , tl " 
the past few years, may well become a hardship, with the cost . esently in effect, 1 believe they are t 


No sound-thinking store owner, manager or 


to pay, they find they do not have as much money left as they credit manager will permit abuse of regular charge account 


thought, consequently collections are slowing up For this privileges if he expects to operate his business successfully 


reason | see no objections to reasonable credit controls if an Therefore, the imposition of charge account controls, in my 


account is opened under certain terms and the bill not paid pinion, results in nothing but confusion and fear on the 


part 
when due, | believe the account should be closed to further f the 


management and should be vigorously denounced by all 
charges until paid These controls will not affect our credit etailers as well as the National Retail Credit 


Association 
business much because this is the svstem under which we ©. O. Woodward, The F. N. Arbaugh Ce 


Lansing, Mich 


CREDIT wor_p BINDERS 


THESE NEW BINDERS, which we have recently purchased 
for our Members, are the pamphlet type with stiff blue 
fabrikoid covered sides and the words "The CREDIT WORLD" 
lettered in gold on the backbone. Each Binder will hold 
twelve issues. There is an individual wire for each 
issue which can be easily inserted. Every member should 
have one of these Binders for each volume or each year. 

THESE BINDERS may be kept on your desk or in your 
bookcase for ready reference. When you have this Binder 
at your finger tips you do not have to fumble around for 
your CREDIT WORLD for last November. It will be there 
with all the other current copies. Order one today 
while you have your issues for 1950 still available. 


ONLY $22.50 POSTPAID 


NATIONAL 
Sheli Building 


RETAIL CREDIT ASSOCIATION 


St. Lovis 3, Mo” 
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Retail Experts’ Predictions 
HIGHER AVERAGE living standards, a slow shift 


to soft goods, the strengthening of independent whole 
salers against direct sellers, gains by independent stores 
at the expense of chains, loss of many employees by re 
tailers and the continuation of that situation due to the 
country possibly remaining in a sort of semipermanent 
garrison state, population shifts from the seaboard areas 
inland to the Southeast and the Southwest, and increased 
migration to metropolitan suburbs, were among the pre 
dictions of leading retail experts in a recent survey by 
Business Week. This panel, consisting of Malcolm 
P. MeNair, Lincoln Filene Professor of Retailing, 
Harvard University Graduate School of Business Ad 
ministration; Myron Silbert, vice-president of Federated 
Department Stores; Thomas G. MacGowan, director 
of the Marketing Research Department, Firestone Tire 
& Rubber Co.; Paul H. Nystrom, professor of market 
ing, School of Business, Columbia University, and presi 
dent of the Limited Price Variety Stores Association 
A. C. Nielsen, president of A. C. Nielsen Co.; and 
Alfred C. Neal, vice-president, Federal Reserve Bank of 
Boston; also were of the over-all opinion that for years 
we will have price controls, shortages of many consumer 
goods, manpower shortages, stiff credit controls, higher 
taxes, and maybe rationing. 


Post Office Department Reform Urged 


A two-pronged attack on the present operating methods 
of the Post Office Department has developed. The Com- 
merce & Industry Association of New York states that 
postal service curtailments “have slowed down New 
York business, added to operations costs of many firms, 
causes losses to others ;” pointing out that 24 to 48 hours 
are added to delivery time on outgoing first-class mail 

The Citizens Committee for the Hoover Report 
reforms in government operations urges fundamental 
changes to cut the $500,000,000 Post Office deficit and 
remove the appointments of postmasters from political 
control. This organization has just released a report, 
aimed at strengthening the war effort by effecting needed 
economies in non-defense projects, calling for five other 
reforms in the Federal governmental service: (1) re 
duction of waste, duplication and overlapping in the 
Veterans Administration and increased efficiency in 
service to veterans, particularly in insurance matters 
(2) ending the ruinous competition for funds between 
the Army Corps of Engineers and the Bureau of Recla 
mation of the Department of the Interior, which between 
them have planned water conservation and_ irrigation 


> 


projects that would cost $52,000,000,000; (3) unifi 
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cation ot Federal hospital systems to prevent competition 
among them for scarce manpower; (4+) further moderni 
zation of Civil Service procedures to create a more 
efficient career service and speed up procurement of 
specialists for government jobs, and (5) streamlining of 
the “loose confederation” of competing agencies doing 
duplicatory work in farm areas, of the Department of 
Agriculture. 


President’s Message on State of the Union 


In his report to Congress on January 8, 1951, the 
President radiated confidence in the ability of the Ameri 
can economy to meet defense demands. His Council of 
Economic Advisers have estimated that stockpiling will 
amount to’ no more than 18 per cent of our total national 
output by the end of 195., compared with the 45 per cent 
devoted to defense during the peak World War II year 
There vill be a severe draia on some basic commodities, 
such as steel, copper, aluminum and rubber. Total 


! have to be lengthened. The Presi 


working hours wil 
dent advocated improvement of our agricultural laws to 
help obtain the kines of farm products we need for the 
defense effort, adequate housing of defense workers, and 
continuation of extension of economic aid to other coun 
tries where it can be effective 


Judicial 


The Supreme Court has held that a company may 
charge a lower price to some purchasers of its product 
than to others if the reduction is made in good faith to 
follow or meet competition. In Standard Oil Company 
of Indiana v. F. T. C.., 


Order of the Federal Trade Commission involving sales 


the Court upset a cease-and-desist 


of gasoline in large tank-car lots at a lesser price than 
that charged to smaller service station customers. 


Credit Procedures 


The executive manager of the National Association of 
Credit Men recently released a statement advising de 
veloping “better credit worthiness with your marginal 
customers through guidance and sound counsel and 
advice.” Advising against the mistake of selling only 
to gilt-edge credit risks, he said, “Marginal customers 
today may mean the difference between a profit and loss 
tomorrow.” 

Some Washington, D. C. and Rochester, N. Y. stores, 
and possibly others throughout the country, have initiated 
“savings-club plans” as one answer to credit restrictions 
encouraging customers to accumulate with them the re 
quired amount for the necessary down payments on 
appliances. 
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Soldiers’ and Sailors’ Civil Relief Act 


Beginning with the November 1950 issue of The 
CREDIT Wor-p public ition Was commenced on a series 
of questions and answers relative to this law, with the 
hope ot being of as much help as possil » in bringing this 
information particularly to the smaller retail members ot 


this Assur itior I he 


published in booklet form by the Association The next 


ntormation 1s ilso compa tl 


questions and answers are 


17. Question Mr. Jones, who, although married, i 
classihed by his Draft Board as 1A, selects a $200.00 


bedroom suite d requests credit on an installment basis 
In view of the benefits accorded servicemen by the Re 
liet Act in connection with obligations incurred prior to 
induction, what action should the merchant take to 
protect himself ? 

Answer The merchant has these alternatives 


in refuse to grant credit to Tones 


2) He can extend the credit and accept Jones's signa 


ture on the installment contract, relying 


on the possibility 
ot securing Jones's written agreement to permit reposses 
sion of the furniture should Jones become unable to make 
his payments after entering military service Sectior 
107.) Otherwise, he would have to secure a court ordet 
to permit him to resume possession of the furniture after 
Jones enters military service (Section 301 (1 


(3) He can disregard Jones and take the contract ir 
Mrs. Jones's name. But this will be ot little value be 


cause should the merchant attempt to repossess the 
merchandise from her after Jones enters military service 
Mrs. Jones may secure relief by applying to the court 
as a dependent. If she applies for this relief, the court 
will stay the repossession proceedings unless, in its 
opinion, her ability to pay has not been materially im 
paired by reason of her husband's military service Sec 


tion 306.) 


(4+) He can have both Mr. and Mrs Jones sign the 
installment contract, and also have Mrs. Jones execute 
a waiver on a separate instrument. However, the mer- 
chant will secure little protection by taking this action 
because, as a dependent, Mrs. Jones may secure relief 
with reference to repossession proceedings during her 
husband's period of military service, by applying to a 
court under section 306; and as her waiver becomes 
invalid after Jones enters military service (unless made 
between the time Jones gets orders to report and the 
date of his induction), she will receive the same benefits 
as her husband, the serviceman, under section 103, 
should the merchant decide to sue her for nonpayment. 


(5) He can take the contract in Jones's name and 
insist that the contract be guaranteed by a_ responsible 
third person who is not liable for military service. This 
is the preferred method. ‘The guarantor must sign both 
a guarantee and waiver. The waiver must be executed 
as a separate instrument from Jones's installment con 
tract. Then if Jones enters military service and is un 
able to pay, the merchant, although unable to repossess 
the furniture without court order, may collect from the 


guarantor by court action. (Section 103 /4/.) ake 


showr 
appreciated 
, ’ procedure 
iewed to determine the degree of ed tlities 
in lable to vo Because \ wavs ecager t 


matter of real 


this time 


ip sometime 


inters ‘ coming 
he lik l; ! aspects of readit The \ 


chains notentialities 


enormous f 


good or ul Ww Particularly ! this is 


I] 
customer relationship, when the a 


deciined, we should ise yvreat 


Notice 


Members are requested to send to the National Ofhee 
questions for discussion at the group meetings and open 
forum session to be held at our International Consumer 


) 


Credit Conference, Chicago, June 25 *’ ind 28 


1951. Please do it today! 





You and Owe 
Mm 


You may risk greater loss through inter- 


ruption of business for which you extend 
credit than may result from destruction of 


physical properties alone. We'll explain 


the how and why of U. and O. (Use and 
Occupancy) insurance if you'll mail us this 


advertisement clipped to your letterhead. 


THE PHOENIX -CONNECTICUT GROUP 
OF FIRE INSURANCE COMPANIES 
HARTFORD, CON NBCTICUT 
Combined Statement December 31, 1949 
Assets $128,195,440 
Liabilities 63,268,050 
Surplus to policyholders 64,569,075 
Losses paid te, December 31, 1949 462,311,853 
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GUARANTORS ARE ENTITLED to 
the benefits of the Soldiers’ and Sailors’ 
Civil Relief Act, and under the Act 
they can waive their rights to these 
benefits, if the waiver is in writing. 





PROTECT YOUR firm by using this 
National Approved Form when you ex- 
tend instalment credit on a guarantee 
basis. It is a waiver and guarantee form 
combined, and complies with all the 

requirements. 

and Waive . ho yo 

Signed this we 2 ee FOR BEST RESULTS, it should be 
‘ used in duplicate and copy handed to 
guarantor. Printed in black ink on 
green bond paper. Actual size, 4” x 6”. 


Witness 


Address ---- 


prasad om other vide of 


SOLDIERS’ 0 SAILORS’ CIVIL RELIEF ACT WAIVER FORM 


THE SOLDIERS’ AND _ SAILORS’ FINANCIAL INSTITUTIONS, however, 
CIVIL RELIEF ACT WAIVER FORM have not been able to use this form in con- 
was prepared for financial institutions as a nection with comaker paper. What they 
separate waiver form and a companion to require is a separate waiver form. It is to 
he GUARANTEE and WAIVER { meet the needs of these credit granters that 
t e a : — this SOLDIERS’ AND SAILORS’ CIVIL 
illustrated above. It was designed for use RELIEF ACT WAIVER FORM has been 
in connection with guarantees, notes and prepared. It complies with all the require- 
comaker contracts. ments of the Relief Act and the actual text 

of the applicable provisions of the Act is also 

MOST RETAILERS have found that our printed on the reverse side. 

GUARANTEE and WAIVER form fully : 
meets their needs. Why? Because it is : i a io aoe be used 

lid under the provisions of the Relief A ee ceee wee oe 
vane | P ct, tor, endorser, surety or comaker. Printed in 
a waiver and guarantee combined, and the 


black ink on goldenrod bond paper. Actual 
guarantor has only one document to sign. size 4” x 6”. 


PRICES 
Per1000 ....... $4.00 
a ll 
































maATL THIS couprpon TODAY 


NATIONAL RETAIL CREDIT ASSOCIATION 
218 Shell Building, 1221 Locust Street, 
St. Louis 3, Missouri 


Please send me ........ GUARANTEE AND WAIVER FORMS. 


Please send me __...... Soldiers’ and Sailors’ Civil Relief Act Waiver Forms. 


cRepit woate Be a Good Brick, BUY A BRICK, TODAY! 





STANDARD APPLICATION FORM 


HE sale of over four hundred thousand during the past year is con- 
clusive testimony of the popularity of this form. Increase the efficiency 
of your department by ordering a supply immediately! 


The actual size of the form (reproduced below) is 6 inches by 9 inches 
Printed in one color. Blocked in pads of 100. Prices: 100, $1.00; 500, $4.00; 
and 1,000, $7.00. Postage is extra 


NATIONAL RETAIL CREDIT ASSOCIATION 


Shell Building St. Louis 3, Missouri 


every detail... spaces for all needed information 
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Nix New Educational Stickers 


@ MORE AND MORE cost-conscious Credit Sales and Collection Managers are 
finding these new stickers to be an effective and inexpensive collection medium. 
The emblem of the National Retail Credit Association adds an authoritative 
dignity. The wording is friendly and exp)anatory. Tested sentences are designed 
to present the reasons for prompt payment in a convincing manner. While 
particularly appropriate in the early stages of past due-ness, they can be used 
at any time. Easy to affix, they require no fill-in. Simply attach to the cus- 
tomer’s statement. They are just as effective for the large store as the smaller. 
It is now necessary to have a closer and consistent follow-up as collection 
problems are increasing. Here is your arswer. Take advantage of this National 
service and order a selection today. With your order ask for an illustrated 
folder showing our complete series of stickers and inserts. 
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ONLY $33.00 A THOUSAND 
Assorted, $3.50 a Thousand 


NATIONAL RETAIL CREDIT ASSOCIATION 


SHELL BUILDING ST. LOUIS 3, MO. 





